Next Week 
You Will Find 


in “The Recorder” 


N EXT week the RECORDER tells the 
i story of the National Seasonal 
Opening and Display week, to be held 
at Hotel Commodore, New York, under 
the auspices of the National Boot and 
Shoe Manufacturers Association. This 
is the first major shoe trade gathering 
of the season and it sounds the keynote 
for Spring. It affords the first oppor- 
tunity for manufacturers to show their 
Spring styles and measure the response 
of merchants in orders placed. Thus it 
serves as an early barometer by which 
to forecast both styles and sales. 


Every reader will wish to know how 
the merchants who attend the opening 
react to styles, prices and the prevail- 
ing economics of the industry. The 
RECORDER editors will be on hand to 
hear, observe and question and their in- 
terpretation of the significance of the 
gathering should be both interesting 
and helpful to readers everywhere. 


Some new angles on the subject of 
quality, now so much in the fore in 
every merchandising discussion, will 
be offered in an interesting feature 
article in next week’s RECORDER. What- 
ever grade of shoes you sell, you’ll find 
food for thought here. 
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TO-DAY 
NEW LEADERS! 


NEW HISTORY BEING WRITTEN! 
OLD STANDARDS DISCARDED! 


Those with the courage to prepare to-day 
will be the leaders to-morrow 
* 
PREPARE FOR THE NEW ERA 


IN YOUR BUSINESS 
* 


Confident and ready to help, 


we offer 


THE SHOE—PLUS 












% aed 
stA'SMOoTH 
Singlets 


TO RETAIL $6.50 to $10.00 






Outstanding in Style and Quality — Revolutionary in Construction 
Complete, New In Stock Department and Merchandising Service 


The Patented STA-SMOOTH Innersole Feature Offers 
UNIQUE MERCHANDISING POSSIBILITIES 


* 
INVESTIGATE THIS OPPORTUNITY TO STIMULATE YOUR MEN’S SHOE BUSINESS 










Send for samples and catalog 
Address Dept. 7 
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Enty mailing 
is imperative this Christmas and 
the Post Office Department recom- 
mends publicity in ads and in win- 
dows to the effect : 

“Shop now and mail early for 
early delivery. There will be no 
mail delivery on Sunday or Mon- 
day, December 25th and 26th. 





“During the holiday time the 
volume of mail increases approxi- 
mately 200 per cent. It is a physi- 
cal impossibility to handle this 
great mass of mail matter effi- 
ciently and promptly within a few 


days. Therefore to assure deliv- 
ery of their Christmas presents, 
cards, and letters by Christmas 
Day the public should SHOP 
AND MAIL EARLY. Do your 
Christmas shopping so that you 
can mail your gifts, greetings and 
letters to relatives, friends and 
loved ones at least a week or ten 
days before Christmas, according 
to the distance. This will not only 
make it certain that they are re- 
ceived before Christmas Day, but 
will be a great aid to your postal 
service and to postal employees and 
enable them to spend the Christmas 
holiday with their families.” 


* * * 


Fred A. Gannon 
writes: “Lynners do not fear for 
the duty on shoes, at least not for 
the present. It appears to them, 
after looking into the make-up of 
the new administration, that the 
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The VOICE of the TRADE 


manufacturing states will be very 
strongly represented and the man- 
ufacturing states are usually op- 
posed to free trade in manufac- 
tured goods. They do not like to 
have American markets opened up 
to the products of foreign manu- 
facturers. 

“It is scarcely probable that the 
tariff law will be taken up in the 
closing session of this Congress. 
The next Congress will not con- 
vene until March 4. It will first, 
according to present forecasts, 
take up domestic issues, such as 
financial problems and the prohi- 
bition question. The question of 
the tariff duty on shoes will come 
up when the tariff law is brought 


_ up for revision and that, appar- 
ently, won’t be for some months 


to come. 

“Tt continues the argument of 
Lynners that if shoes were re- 
turned to the free list large quan- 
tities of boots and shoes would 
again come in from foreign coun- 


e ” 
S. 
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Fred Astaire, 


today’s topnotch stage dancer, car- 
ries a large wardrobe suitcase full 
of shoes everywhere he goes. He 
wears out an average of three pairs 
of shoes every two weeks and has 
from four to six new pairs com- 
ing in regularly to replenish his 
needs. While Mr. Astaire was 
playing in Boston, a shoe man 
visited him and found twenty-four 
pairs of shoes in a row and all 
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These shoes 
ranged from black patent to white 
buck and brown suede. 


ready for stage use. 


* * x 


dima 


president of the Brown Shoe 
Company, is in the news with the 
statement : 

“The public will learn that shoes 
made to sell at low prices are made 
necessarily of less serviceable 


ev; 


») 


im DIZZp OWER HIGHER 
W yp PRICE SHOES! eqice 
; } oen-| | Down 


leathers and will wear out sooner. 
Shoes are being produced at very 
low prices, and the public is buy- 
ing for $3, $4 and $5, shoes that 
formerly sold $1 to $2 per pair 
hgiher at retail. As the demand is 
largely for lower grades, it now 
appears the lower-priced shoes will 
have to bring more money even 
though the better grades continue 
to sell at the lowered prices at 
which they have sold during the 
last several months. 

“There is every indication that 
the demand for shoes during the 
spring months of 1933 will be con- 
siderably larger than the demand 
during the early months of 1932.” 

* * * 





















Fan improvement 
in foreign trade was reflected 
markedly in Canadian takings of 
American-made boots and shoes, 
according to a report from the 
Commerce Department which 
showed that September shipments 
to Canada were 50 per cent 
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heavier than in August and about 
300 per cent greater than in July. 

American exporters sent 41,607 
pairs worth $80,959 in September 
to the Dominion, as compared with 
27,731 pairs during August and 
13,872 in July. The United States 
led in supplying women’s shoes, 
but furnished only a fraction of 
the men’s styles. 


ae 


Hugh Bancroft 


of Boston, says: “For the first time 
in the experience of this country 
in depression, the cost of govern- 
ment is a major factor in the cost 
of doing business. Total national 
income this year is expected not 
to exceed $45,000,000,000. In 
fact, the latest authoritative esti- 
mate of the national income for 
1932 puts the figures at $37,500,- 
000,000. Total costs of govern- 
ment, federal, state and municipal, 
are now fully $15,000,000,000. In 
whatever shape it may be paid 
over, this vast sum must come out 
of the gross receipts of business.” 


*x* * * 


Jong Rice 
of Harrison Shoe Company, Ever- 
ett, Mass., has developed a new 
line of business through a contract 
covering a two years’ program to 
supply men’s and boys’ shoes to 
the Welfare Department of New 
Haven, Conn. 


“ J OW 
cont Oo Il lol 
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Here and there, throughout the 
country, city and town administra- 
tions have found it to their advan- 
tage to operate their welfare work 
through local shoe stores rather 
than through bulk contracts, for 
in a shoe store there can be the ser- 
vice of fitting while at City Hall it 
is a case of over-the-counter. 

Specifications for these shoes 
call for manufacture by the Har- 
rison Shoe Company of all leather 
shoes throughout. The shoe con- 


tract comes through the A. & R. 
Boot Shop of New Haven, of 
which A. Parillo and Ralph Iacca- 
rino are the proprietors. 
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WHAT ARE YOU GOING 
TO DO ABOUT IT? 


—Why do rivers flow by the BIG towns? 

—Which came first, the chicken or the 
egg? 

—It IS difficult at times, I'll admit, to 
differentiate between cause and effect; 
but when it comes to the relationship of 
lessened purchasing power and unprofit- 
able prices for merchandise, | have a 
fixed idea. 

—It is my opinion that reduced purchas- 
ing power has not caused cut prices; but 
rather that cut prices have greatly 
damaged purchasing power. 

—Unbridled competition is the most de- 
structive factor in the present-day eco- 
nomic situation. The slashing of prices 
to meet competition, often imaginary, 
brings about lower wages, and lower 
wages invariably lead to unemployment. 

—Therefore | believe that the problem of 
prices and profits rests entirely in the 
hands of manufacturers and retailers 
who, after all, are the ones who fix prices 
and should know how to figure profits. 

—As soon as manufacturers and retailers 
decide that they will NOT sell goods at 
a loss, but will insist on at least a living 
margin of profit, just so soon will wages 
rise, unemployment decrease, and normal 
times return. 

—And it’s all within the control of the 
producer and distributor. 

—The public always pays the price. 


Oe 


President. 








“ Te istanall , 


as applied to the shoe and leather 
industry resulted in the following: 

The shoe and leather industry, 
although affected by wide seasonal 
swings of demand and the uncer- 
tainty wrought by changing styles 
has many instances of the sharing 
of work. Among some 141 com- 
panies in this group, it was found 
that 106 shared work by reducing 
the days in the working week; 78 
reduced the hours in the day; 12 
instituted shorter shifts as a means 
of sharing work; 22 alternated 
shifts or individuals, and 19 found 
that the rotation of days off en- 
abled them to share work. 

* * « 


E. W. Elmore 


of Memphis, Tenn., has written a 
practical course in advertising en- 





titled: “People of 1932,” dealing 
with the fact that people are still 
people with the same wants, de- 
sires and buying habits of their 
mothers and grandfathers before 


them. It urges the return to the 
good advertising principles of the 
past, rather than price barking 
policies current today. Further- 
more, it points out the way to 
good advertising in type, in display 


and in copy. 
* * 


a W. Johnson, 
president of Endicott Johnson Cor- 
poration, is also in the news say- 
ing: 

“Tt is our opinion that the pres- 
ent levels will continue some little 
time. There is nothing in the pic- 
ture at the moment to indicate a 
change. Today people are looking 
for values. They are doing more 
shopping. We believe good shoes, 
sold at low prices, will secure a 
larger proportion of the total 
business than has been the case for 
many years in the past.” 


* * * 


I, the world 
of tanning, Peabody, Massachu- 
setts, is a big spot. Dr. Karl 
Gustafson, of Sweden; Ernest 
Barner, leather maker of Ger- 
many, and Ludwig Koermer, 


4 








leather maker of Switzerland, 
were guests of the Peabody Ro 
tary Club at a recent meeting. 
Ernest A. Woelfer, embosser of 
leather and president of the Club, 
greeted the visitors. Mr. Woelfer 
was born in Austria. The three 
visitors from abroad were guests 
of Harold T. N. Smith (born in 
the U. S.), president of the Salem 
Oil & Grease Co. 


* * * 


Man is the 


tenderfoot of the animal kingdom 
—but how is it that some of the 
Cinderellas of 1932 step along 
wearing open shank sandals with 
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a layer of leather almost as thin as 
vanity between the soles of their 
feet and the frozen sidewalks be- 
neath? The Society of Whys and 
Wherefores may answer after it 
gets its Christmas shopping done. 


* * * 


James Daly, 
head of the Golden Rule factories, 
Lynn, Mass., who has been seri- 
ously ill, is now so much recovered 
that he rides out on pleasant days. 
Time and patience, plus the golden 
rule, will restore him to activity 


soon again. 
* * 


p unched shoes 
are a fashion that’s spreading 
round the world. A Lynn machine 
shop is sending perforating tubes, 
for making the punches in vamps 
and quarters, even to Australia. 
This is about as far as merchandise 
can be sent from Lynn. It’s tiny 
merchandise, too, some of the 
tubes being cylinders no larger 
round than a needle. 








John Slater, 
chairman of the Committee of the 
Retail Shoe Division of New York, 
for the Emergency Unemployment 
Fund, hopes to equal last year’s 
splendid total of contributions by 
shoe concerns. His committee 
represents all of the shoe groups 
at retail, from independent stores 
to orthopedic stores, to chain 
stores. 

The first meeting of the com- 
mittee men was held at the Man- 
hattan Club, with John Slater as 
host. He said: “The stress among 
the unemployed and suffering 
among the destitute of New York, 
challenge every citizen who em- 
ploys or is employed. Last year 
750,000 of them replied: ‘I Will 
Share.’ This year it is of vital im- 
portance that many more respond: 
“We Will See It Through.’ ” 
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David S. Hirschler 
of Hofheimer’s, Inc., Norfolk, 
Va., is doing one of the finest jobs 
in children’s shoe promotion— 
stressing the importance of care- 
ful fitting. His latest campaign 
emphasizes : 

“For years and years we have 
been fighting against  ill-fitted 
shoes for children—Because we 
are in a position to see how im- 
proper and ill-fitting shoes can 
handicap and mar the most perfect 
physique—that’s why we _ have 
trained our salespeople to fit care- 
fully and expertly—That’s why we 
have put every effort into perfect- 
ing our Tru-Shape last which 
trains the foot to healthy growth— 
ask your doctor—Play safe, moth- 
ers, for Tru-Shapes cost no more 
yet they wear longer and are much 
smarter. Every shoe is checked 
by X-ray.” 


* * X 


N. J. McManus 
heads the Lockwedge Shoe Cor- 
poration of America and scored 
his first order from the Park Bran- 
nock Company of Syracuse, New 
York—they being the first mer- 
chants in this country to buy 
Lockwedge shoes. 


* * * 


53,000,000 pairs 
of dress shoes and 14,000,000 
pairs of work shoes, all for men, 
were made during the first eight 
months of 1932, according to the 
U. S. Department of Commerce. 
The question comes as to when a 













shoe is a dress or work shoe. A 
look along the street, any day, re- 
veals many dress shoes being 
worn to work. 


* *« * 


My. Francis P. Murphy 
of the J. F. McElwain Co., shoe 
manufacturers of Manchester and 
Nashua, N. H., in an address to 
shoe workers, said: 

“Tf no tariff had been tacked 
onto shoes from other countries in 
1929, the present rate, as compared 
with percentages of gain during 
the years from 1923 to 1929, would 
be 40,000,000 pairs for this year. 
This would have resulted in 40,000 
shoe workers in New England los- 
ing their jobs.” 


* * 


* 
A. J. Brauer 


of Brauer Brothers Shoe Co., St. 
Louis, after much research, has 
developed a method which is now 
being introduced to last manufac- 


turers and shoe manufacturers, 
called the ‘“Lastometer.” This 
system is a method of lasting 


whereby marks are used on the 
back of the forepart of the last 
for the purpose of indicating the 
back seam height, the vamp and 
the opening in perfect coordina- 
tion according to the measure- 
ments and gradations of the last 
and consistent with the gradations 
of the patterns. The “Lastometer 
Templet’ will indicate the exact 
throat-vamp-line and center of 


lace stay holding the vamp lengths 
in perfect gradation to size. 


T= . a (O 
SGraam HUNTER —3e 


Dealer Brown finds there’s nothing like pretty clerks and some old-fashioned mistletoe for 
stimulating business! 








One of the unknown heroes of the 


depression is the man who first thought of the short 
mid-winter cruise! Thanks to him there are still 
plenty of passengers sailing South, even though the 
palmy days of Palm Beach are no more. These tabloid 
vacations make it possible to sell some white shoes in 
December and provide merchants with a laboratory 
of style testing useful as a guide to what will sell in 
the later Spring and Summer seasons. 

For stores with cruise-going customers, for stores 
in the South or on the Coast, we have gathered to- 
gether this advance collection of Spring and resort 
footwear. These are the ideas now being proposed in 
the early openings. 


The Open-Air Motif 
Ventilated effects are again the keynote of these 
resort fashions. In patterns and materials the pendu- 
lum is swinging back from the extremes of last sea- 
son, but the idea of lightness and airiness is still going 
strong. Shoes that were unlined last year are being 
partially or fully lined this year but the punch work 
is still there. Sandals are not so wildly cut out but 
they remain decidedly open. Meshes are with us 
again—meshes better adapted to shoemaking, and 
shoemaking better adopted to meshes. 
As someone expressed it the other day “This open- 
air idea in shoes is no mere fashion fad. It’s a motif 
of life.” 


Pretty subtle, that. But pretty good. In other 
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ew Slant 


oes for 


the South 


By 
RUTH HARRINGTON 


words, while artificial fashions like puffed sleeves or 
pancake hats may come and go, suntan and ventilated 
clothes stay with us. They are fundamental. They 
belong to our modern way of living. 

Everything that can be done to make shoes cooler 
and more comfortable is being done. In welt shoes 
the stiff toe boxing is being eliminated. Toes are 
rounder. The new low heel types promise to be 
tremendously important. It’s a year for happy feet! 


The Color Choice 


In strictly resort shoes the color story is white, 
white, and then some more white. After that, if your 
budget will allow it, there is white and brown to think 
about, together with beige, eggshell and grey. 

The majority of people with whom we have talked 
in the past week or two have the greatest confidence 
in white for vol- 
ume. And they 
have the most faith 
in all-white, al- 
though the higher 























Open throat oxfords and 
oxford ties in general are 
the style leaders in this 
group. Reptiles, dark and 
light fabrics will supple- 
ment kid and calf for early 
town and travel wear. 


NOOTU 


This is where the unusual 
patterns and novelty mate- 
rials fit in, chiefly for win- 
dow dressing. Fine suede, 
plain and embroidered lin- 
ens and other novelties. 


they are in the price scale the more room they have for 
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Punched-through effects will 
be at their best with a 
broad front strap having an 
influence on patterns. From 
California comes a demand 
for rubber soles in high 
heeled spectator types. 


—_— 


The Summer evening shoe 
should be informal to fit the 
season and to go with the 
crisp cottons and linens now 
being styled so extensively 
for evening dresses. 


the classic brown and white in sports types. 


Beige and pale grey shoes are being sampled in a 


number of manufacturers’ lines . . . and for these 
reasons: Reports have come from Paris that 


French bootmakers are emphasizing pale, 
skinlike tones of beige, in resort footwear. 
In the domestic market there are a num- 
ber of natural tones in fabrics and in 
the backgrounds of prints. The 
resort coat, a key factor in sum- 

mer fashions, is being offered 

in pale shades of beige 
and grey, as well as in 


[TurRN To PaGE 
42, PLEASE] 


a 































Now that greens rules of most golf 
clubs admit a 14/8 heel, the rubber 
soled shoe with this heel height is a 
most useful type for general sports 
wear. Low heeled, rubber soled san- 
dals will be worn for tennis and beach 
with wrap-around “beach dresses.” 
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Contrast Is Keynote for Summer; 











The main theme in men’s summer shoe 
promotion may be summed up in one word—CON- 
TRAST. Shoes are being designed with an eye appeal 
of lightness and comfort which will give an entirely 
different look from the Winter footwear, now on the 
feet. This contrast appeal should do much in getting 
more shoes sold right. Sport shoes will be played up 
even more than last year, for they offer the best op- 
portunity for selling the extra pair. 

Early Spring shoes, particularly those developed 
for Southern wear, will have many novel treatments 
in both patterns and materials. Indications are that 
these same thoughts will carry through the country as 
the warm weather progresses. 

Many ventilated patterns ; sandals—yes—open work 
sandals for men, both ghillies and regular cuts; 
Bluchers; plain toes are being tested. In materials, 
nappy leathers, calf, kid and side; felt in white and 
colors is being given a break; new combinations of 
















































CRU RMANG Rc se shee eNO TE 


Watch these pattern new colors of calf and kid. Lasts are being worked 
developments for : a 
Spring: Ventilated. out with the comfort features strongly accented in 
a = many of the newer custom models. 

” — So strong is the ventilated idea, that these shoes 


are being promoted in all black, all brown, all white 
and a hundred different combinations of colors, ma- 
terials and_perforations. 

A great number of ventilated designs are made, 
with more still to come. Typical new thoughts are 
illustrated by the three plain toe models in the upper 
left-hand corner of the drawing. Plain toes will be de- 
cidedly in the picture for Spring in both the Blucher 
and the Bal patterns. In all cases, in the styles shown 
the holes of the perforations go through the vamp and 





The shoes illustrated are: (Top), three treatments of the 
plain toe models, no box, flexible boxes, and stiffened boxes. 
(Next), the typical light-weight street shoe, very flexible in 
construction. Fully 80 per cent will be brown calf. 
(Lower Left), plain toe Blucher in two-tone buck, nappy calf, 
or elk finish leathers. Genuine pig showing perforation holes 
punched through the uppers and linings. A ventilated shoe on 
a fairly narrow custom last. 












SMI pdeatges 
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Sport Shoes to 


linings. This combined plain toe comfort and ven- 
tilated coolness idea is considered to have almost un- 
limited Summer promotion possibilities. 


‘Te plain toe models will be sold 
without any toe boxes, with the flexible boxes and 
with the regular stiffened box. Those of the flexible 
type are considered most practical for a shoe of this 
general character. 

Considerable grief was experienced during past 
seasons by the unlined shoes breaking at the perfora- 
tions, both during the manufacturing process and 
during a slight amount of normal wear by the con- 
sumer. Uppers lined in the regulation way solve this 
problem to a great extent. Some unlined shoes will 
be worn, however. These will be constructed for the 
most part with the skeleton type of lining, having a 
pocket for the counter. 

With Summer shoes practically a 90 per cent pat- 
tern proposition, these decided tendencies toward plain 
toes, ventilated ideas and even the possibilities of 
ghillies should be carefully watched. 

Construction is slated to play an important part in 
the early Spring shoes, for the flexible types will 
certainly accent the contrast idea. Wear will not be 
sacrificed for flexibility, as fully 75 per cent of the 
consumers of these shoes will purchase them for 
everyday staple duty. 

A wider range of materials will be used in both the 
sports and street types than ever before. In all grades, 

[TURN TO PAGE 42, PLEASE] 


Illustration shows (Top), two plain toes on the Bal Oxford 
patterns, one showing a hint of the perforation or venti‘ated 
idea, and the other plain. This type shoe in all brown calf 
and the white, brown bucks. White buck with white welt 
and in some cases with white chrome sole. 
Two of the newer ghillies, shown at the present time in the 
better grades. Insert illustrates a novel back pattern. The 
felt shoe is being seen only in the higher grades so far. Made 
in all white, white and brown, two shades of brown, etc. 






Sell Extra Pairs 
















































Watch material de- 

velopments for 

Spring: Lighter 

Weight Calf. Genuine 

Pig. Genuine Cape 

Seal. Nappy Leathers. 
Felt. 
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College Spirit in a Shoe Store 








“All that’s collegiate interests collegiennes,” decided Volk Brothers of Dallas. Multi-colored entrance to the Sorority Shop. 


By ANN BRADSHAW 
Why Volk Brothers Decided on a Daring Innovation 


Wat about the college girl ? 
Is she to receive special attention. from alert shoe 
stores? Is her individuality to be recognized with a 
special shoe section, brilliant, interesting and dramatic? 
Harold Volk, of Volk Brothers of Dallas, asked him- 
self this question and the answer was the Sorority 
Shop. 

College students enter a new world of their own 
when they leave crowded high school rooms where they 
are known as Mary and Jane and matriculate in a 
higher institution where they are called Miss Smith 
and Miss Brown. They are a new class of customers 
with special needs—collegiates ! 

Volk Brothers created Sorority Shop for autumn, 
1932. It was Harold Volk’s inspiration, and it was 
carried out with perfection in detail by Miss Laura 
Lee Lilly, advertising manager and fashionist; J. M. 
Robey, store display manager; and George Robey, 


assistant display manager. The result is most happy. 

“Sorority Shop has been unusually successful,” said 
Mr. Volk. “We thought it would be of interest to 
college girls, but we hardly guessed it would mean as 
much to them and to us as it has demonstrated 
through results thus far.” 

Sorority Shop is said to have brought as many new 
friends and customers to the Volk store as any other 
progressive step the store has taken during its entire 
history. Two prices of shoes are concentrated here, 
$6.50 and $8.50, which simplifies the price range in 
the busy co-ed’s mind. But the dash and verve and 
hospitality of the shop are what have primarily “put 
it over.” Here co-ed meets co-ed or boy friend now, 
instead of in a noisy hotel lobby. “Meet you at the 
Sorority Shop,” Texas college girls say when making 
downtown Dallas dates. 

Moreover, the Volk college hospitality includes 
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bridge tables, cards, tallies and, of course, ash trays 
for cigarettes; and fresh-off-the-press copies of Boot 
and Shoe Recorder, New Yorker, Vogue, Harper's 


Bazaar, Vanity Fair and 
Southwestern college publica- 
tions. 

Sorority Shop is not only a 
place to buy good-looking 
shoes, but a place to lounge, 
like a sorority house living 
room. The shop is 65 feet in 
length and 24 feet wide. It 
faces the store elevators on 
the second floor, but is a shop 
beyond them and has large 
windows overlooking Elm 
Street, Dallas’ Fifth Avenue. 
Tall, arched mirrors add 
roominess to the shop, located 
as they are at both ends—one 
decorated in Texas University 
spirit and the other a compli- 
ment to the local Southern 
Methodist University girls. 

Yet, in spite of all this elabo- 
ration, Sorority Shop might 
have failed had the shop itself 
not taken on youthful person- 
ality. Here even an alumnus 


of several years feels a strange jerking of the heart 
strings on entering Sorority Shop and being greeted 
on all sides with familiar college spirit that brings 


| 
| 





' 





Facing Elm, Dallas’ main street of traffic, Volk 

Brothers’ shoe store is one of the oldest business 

institutions in the South. It is housed in a beauti- 
ful modern building. 
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back college memories—small stickers from colleges, 
all over the country, on bridge lamp shades, pennants 
from the alma mater and even chairs, rugs and divans 


in college colors! 

Need it be mentioned that 
the newest Volk shoe styles 
make up displays among the 
pennants and glamour and on 
both sides of the shrubbed en- 
trance, where simulated green 
stuffs mingle in decoration, 
with real rubber plants in bril- 
liant porch urns and where gay 
awnings flap from the window 
breezes? What does it all 
mean?-—that Volk Brothers 
has captured, in a single yet 
reasonably inexpensive man- 
ner, the Southern college girl’s 
favor and, consequently, her 
many shoe purchases. 

One of the Sorority Shop 
salesmen—carefully on hand 
only when he is wanted— 
voiced surprise that college 
girls buy so many pairs of 
shoes a season. ‘Believe me, 
their business is worth going 
after!” 


“Befriending the college girl is more than a ges- 
ture,” said Mr. Volk. 
the present and the future.” 


“Tt’s sound business for both 





Picturesque and appealing interior of the Sorority Shop, opened by Volk Brothers this season. 
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By GEORGE GAYOU 


Associate Editor 


The individuality and distinctiveness 
of the Puss’n Boots Children’s Bootery of Beverly 
Hills, California, with its intriguing store appeal to 
children and a fitting service so efficiently rendered 
that it captivates the interest and wins the patronage 
of every mother who brings her children to this store, 
is the inspiration of a woman, Maude Callahan, pro- 
prietor of the business. 

The meticulous care and attention which each little 
patron receives, plus the health interest manifested in 
each child’s foot, has contributed in a large measure to 
the unique success of this unusual children’s shoe 
store. It is the belief of Maude Callahan that a 
woman is more capable of selecting children’s shoes. 
For feminine intuition in sensing the tastes of the 
mothers who purchase children’s shoes gives her a 
decided advantage over a man. 

The interior of the store is a reproduction of fairy- 
land with an absorbing interest for every child. The 
mural decorations are done with an artistry and 
meaning that excite the child’s interest and revive 
many of the tales of picture-book lure familiar to 
every tot. The atmosphere is childlike to a degree, 
and once having visited the store, only with difficulty 
could mothers take their children to another store. 








In Beverly Hills, California, Miss Maude Callahan, oper- 
ates the Puss’n Boots Children’s Bootery, an exclusive 
children’s store. How this business has been developed 
to an outstanding success is a plan deserving com- 
mendation and study. The details of the store promo- 
tion furnished by this lady will interest every shoe man 
merchandising children’s footwear 








Making the store a welcome to children was not of 
first importance to this lady of shoe success. Plenty of 
sizes and narrow widths in children’s shoes are ob- 
sessions in the conduct of her business. The serious- 
ness of fitting correctly the child’s foot is emphasized 
in her opinion. “We carry narrow widths in shoes 
from infants up, as the foot must be correctly fitted as 
to width as well as length, regardless of age.” 

In the sale of every pair of shoes, something more 
than the intrinsic value of that transaction is involved, 
says Miss Callahan. The realization of the customer’s 
prestige surrounding each sale has been capitalized 
with a shoe service that makes an impression upon the 
mother, who thus becomes an invaluable asset to the 
store, in recommending it to her friends and acquaint- 
ances. 

“Tn my store,” continues Miss Callahan, “it is not a 
matter of simply selling a pair of shoes, but rather of 
taking an individual interest in each little patron, 
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make friends with the mother and child and from then 
on extending every courtesy possible.” The wide 
interest being manifested by mothers everywhere in 
foot health and the necessity of guarding the growing 
foot is becoming better understood. The dangers that 
result from lack of shoe fitting knowledge are no 
longer tolerated by interested parents who insist upon 
expert salesmanship in this semi-professional occupa- 
tion of shoe fitting. 

It is an inspiration to realize the extent to which 
this store recognizes fitting in its service to children. 
No stretch of the imagination is required to under- 
stand at least a part of the success of this business, 
when its owner establishes the following rigid fitting 


policy. 


M4 

Mothers are coming to learn it is 
of the utmost importance to have their children’s 
shoes fitted properly. In my store we remove the 
stocking from the foot and examine each little toe and 
arch of each child. We have found so many of the 
small children with corns and callouses caused from 
ill-fitted shoes. This, of course, is pointed out to the 
mother, in order that the seriousness of fitting may be 

more forcefully emphasized.” 
Store promotion is planned in a sane and sensible 
manner, always with the thought of apppealing to the 
child. Its advertising and interest is always directed 


in Fit and ‘Seveixe 
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to the child rather than the parents. This niethod im- 
presses the children and when shoes are discussed by 
the parents the little folks always remember this store 
for some little attention or courtesy extended. 

“Each child is presented with a toy of some kind,” 
says Miss Callahan. “The mother is asked to please 
register her child’s name, age and birthday in what we 
call our birthday book. Each month, birthday cards 
are mailed in the form of some cute little animal greet- 
ing card. During the holiday season we have a large 
Christmas tree and a good big jolly Santa Claus and a 
gift for our many little cute friends numbering well 
over 1000. In the middle of August we have a vacation 
party in the theatre here in Beverly Hills, to which are 
invited all of our little patrons. Entertainment is pro- 
vided and everyone has a most beautiful time. Our last 
party attracted an audience of over seven hundred.” 

That customers are willing to pay a price for fitting 
service is proven in this store. The matter of price, 
while considered, is not especially important to the 
customer. The care and attention given to the child- 
ren, the knowledge that their feet are not being ruined, 
reduces to a minimum the question and discussion of 
price. So well has this store established its fitting 
service and foot welfare of its customers, that its 
owner states: “We have not found any resistance re- 
garding the price of children’s shoes, I am very happy 
to say. I have a most discriminating clientele and 
very seldom is there any question as to price.” 
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Get the Money in December 


Ge the money in December. Go 
after your customers like never before, in the remain- 
ing three weeks until December 24th. In no previous 
year has the Recorder thumped the subject of Christ- 
mas selling as it has in the last eight weeks. Not an 
issue has been without its emphasis on getting the 
money in this period. Shoe money is logical gift 
money in a year when the fear complex is so wide- 
spread. The health of the individual necessitates a 
good foundation under foot. 


‘If the retail shoe stores of this country do a thor- . 


ough job the last weeks of the year, they will show 
a better face to the new year. Go after the money 
when the habits of the people are to spend for the 
necessities of life. Every dollar that you get now 
will be so much to the good in opening up the new 
year. 

Retailing is a three-way business. A merchant must 
think of the immediate dollar that comes into his till. 
He must also think a month ahead as to the supplies 
he will need for that time and season, and must also 
give real thought to the long pull of a Spring. An 
additional factor is the extra business that comes to 
him in the sale of rubber-wear for stormy weather. 
Retailing is again a science of arithmetic for it was 
Professor Nystrom who said: “Retailing is 95 per 
cent figures and 5 per cent art; but it is most impor- 
tant to have the art.” 

The United States Department of Commerce has 
just made a study of the causes of commercial dis- 
tress and these ten points are most significant : 


1, The major causes of bankruptcy disclosed by the data 
analyzed in this study are inefficient management, unwise use 
and extension of credit, adverse domestic and personal factors, 
and dishonesty and fraud. 

2. The lack of economic opportunity, ability, and other re- 
quisites for successful business operation prevented the ma- 
jority of bankrupts from succeeding. Their failure was, 
therefore, a consequence of an unjustifiable entrance into 
business. 

3. Indiscriminate and careless granting of credit to the 
bankrupts by incurious creditors enabled many to start and 
to continue a business in which failure was inevitable. Three 
hundred and fifty principal creditors admitted that they did 


not know the causes of failure in 249 of their debtor concerns. 

4. Over 68 per cent of the owners or managers had not 
completed a high-school education. 

5. Over 51 per cent of the bankrupt businesses had no ac- 
counting records. A consideration of all direct and related 
evidence revealed that the accounting records of an addi- 
tional 28 per cent of the bankrupt concerns were inadequate 
for the needs of the business. 

6. The open-credit losses of the bankrupt establishments for 
the year prior to failure amounted to 5.6 per cent of open- 
credit sales, which is approximately nine times greater than 
the bad-debt losses of active concerns. 

7. Prior to ownership of their concerns, nearly half of the 
bankrupts were engaged in occupations which did not provide 
any éxperience in the business they entered. 

8. Only 5 per cent of the 564 bankrupts reporting on the 
subject used credit bureaus. 

9. Approximately 53 per cent of the owners had difficulty 
in paying creditors from seven months to two years prior to 
their bankruptcy. 

10. In 72 per cent of the cases the amount of capital in- 
vested by the owners and creditors in the bankrupt enterprises 
at the date of their organization amounted to only $5,000 or 
less. Included in this group are 124 concerns in which $500 
or less was invested by the owner and his creditors at the 
time of organization. 

The majority of stores are looking at the December 
31st inventory and those figures will not be as formid- 
able if selling in the next twenty-three days is given 


all the possible emphasis. 


lvs a great thing to have an 
enthusiasm for selling at a time when there is a chance 
for contacting more customers than at any other time 
of the year. One of the finest things that a store 
can have is that sort of an enthusiasm during the 
month of December. Make it a point of contacting 
every established customer of the store sometime dur- 
ing the month with an offer of service or an interest 
in an article that has gift possibilities. Divide your 
sales staff into two teams, the blue and the gold, and 
see what you can do to stimulate competition in get- 
ting the money. 

The important thing to do is to fight for the dollar 
in December because it is the best dollar of the year 
and will go a long way towards new shoes and new 
opportunities in the year to come. 


Pensue 
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No Other Rubber Heel 
Has All These Features 


1. New, live rubber gives 
greater resiliency. 


2. A raised back lift, 
which assures 20% 
more wear and a per- 
fect tread. 


3. Special non-skid con- 
struction, for greater 
walking comfort and 
security. 


® 

4. Distinctive in style, 

adds to the appear- 
ance of any shoe. 







Yes, we mean it... no other rubber heel can 
bring you all the advantages offered in Firestone 
Imperials! Greater quality wear and style, are actually 
**built”? into every rubber heel that carries the famous 
Firestone trade-mark. That’s due to one thing . . . the fact 
that no Firestone product is ever placed on the market until 
its quality and superiority are sure to make it a leader in 
its field and keep it there! Cost? Don’t worry . . . Firestone 
Imperials cost no more than ordinary rubber heels! 


FIRESTONE FOOTWEAR COMPANY e@ Hudson @ Massachusetts 


“Firestone 
RUBBER HEELS 


When writing advertisers please mention Boot and Shoe Recorder 
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THE LOCKWEDGE SHOE 
CORPORATION of America 


ls Distributing the Only Shoe 


Certain shoe manufacturers in the United States... having 
failed to secure the rights to manufacture the LOCK- 
WEDGE SHOE and not being able to secure the endorsa- 
tion of Dr. M. W. Locke for their “wildcat shoes”... have 
formed a line in the rear and are now telling the merchants 
of the United States that they have the lasts, or patterns, or 
something, which are like the LOCK WEDGE SHOE. 


THEY MAY BE RIGHT...but without the copyrighted 
stamp bearing Dr. Locke’s endorsement, the original lasts, 
original patterns and the approved specifications, the mer- 
chants will have a tough time convincing the consumer. The 
phoney shoe will be not unlike that of the imitation diamond 


...1t will glitter, but only for a short time. 


The LOCKWEDGE SHOE has created a sensation among 
the leading merchants of this country and more than 20,000 


pairs have been sold to date from drawings, as samples have 


not yet been finished. 


The shoe that will stabilize your business and insure a profit. 


There can be no mark-downs on LOCKWEDGE SHOES. 








THE 


CKWEDGE sh 7 


SIGNED 
Va KePROvED BY 


THE LOCKWEDGE 


When writing advertisers please mention Boot and Shoe Recorder 
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Designed and Approved by 
DR. M. W. LOCKE onic. 
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*Retail appointments now being made 


SHOE CORPORATION of America 


Suite 1018-1019 Beggs Building, Columbus, Ohio 
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An unusually compelling men’s shoe store Christmas window, in which hosiery, slippers and accessories are dominating items. 
French, Shriner & Urner, New York. 


Novel Backgrounds Attract Attention 


Up-to-Date Fixtures Also Essential in Effective 
Shoe Windows, Texas Display Man Declares 


Estective background and up-to-date 
display fixtures play an extremely important part in 
the creation of sales producing shoe windows, in the 
opinion of E. R. McClain, display man for Regent’s 
Inc., women’s wear nd shoe store of Amarillo, Texas. 

“It used to be that merchandise was brought from 
the shelves no matter how it looked, plced carelessly 
in the window and if a passer-by happened to see 
something that he or she wanted, some sales might 
result,” Mr. McClain recalled. 

“Now, however, the windows must have something 
about them to attract the eye, something that will 
make people stop and see just what it’s all about. Cor- 
rect trimming of windows is something that a person 
may study all of his life and still not know very much 
about it. It seems as though the more one learns the 
more he has to learn in order to make windows attract 
attention every time that they are changed. 

“TI have found it very hard in my work to keep find- 
ing new ideas for new backgrounds, and the back- 
ground provides a large percentage of the attraction 
and pulling power in your window. Lately I have 
been useing a pleated background that may be cut 
into many different shapes and many different designs 
that are very showy and not too expensive for the 
ordinary store to use. These backgrounds may be 
used over and over again by re-cutting them and 
using them in different displays for other kinds of 











Feature Christmas Footwear and Accessories 
in December 


Less than three weeks left for the final push .on 
Christmas footwear and accessories. Window displays 
will play a vitally important part in the success of your 
holiday promotion during this last drive for extra 
business. 

Don’t be satisfied with a single holiday window trim 
for this pre-Christmas shopping period. Change your 
windows every week, and if you cannot change them 
completely, at least re-arrange them sufficiently to give 
them a fresh look. By concentrating each week on 
some strong item of merchandise for holiday selling, you 
can win extra sales on such lines as slippers, hosiery, etc. 

One shoe store that has been unusually ‘successful in 
its Christmas promotions will make slippers the domi- 
nating feature of its windows the rst week in December, 
stockings the second week and accessories for the final 


‘ week. Other merchandise will be shown in each pro- 


motion, and shoes will be featured at all times, but the 
big gift items will be emphasized in the order named. 

Show attractive Christmas boxes and wrappings in 
your windows with the merchandise. Remember that 
in Christmas season, the package ofttimes sells the gift. 

Feature combination packages, such as hosiery and 
handbags, socks and handkerchiefs, garters and sus- 
penders, buckles and shoes. 

Neat Christmas price tickets on the merchandise will 
help to make the sale. 
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GAITERS 


> Modern ° 
in Name 
and Style 















A 
Profitable 
Style 


There's style in the gay smartness of 
their lines—in the charm of their rich satin 


finish—in their trim, dainty, slenderizing 
fit—irresistible style. 





BALL-BAND Moderne Gaiters are 
light—very light. One convenient snap 
holds them snug... . and they slip on or 
off easily. It's surprising how wide a range 
of shoes can be quickly and properly 
fitted with each of the four smart lasts . . . 
they are exceptionally trim fitting. 


This offers a good opportunity to sim- 
plify your buying and stock-keeping— 
two accepted colors, Black and Indies 
Brown—one popularfinish, BALL-BAND'S 
rich Indiana satin finish. Repeat orders in 
increasing volume show that the Moderne 
is meeting a brisk demand in leading 
stores. 


Write for the BALL-BAND Catalog— 
you will find it interesting. 


Mishawaka 


Rubber & Woolen Mfg. Co. 
280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros, Co., Dept. A., Brattleboro, Vermont 


GAITERS—RUBBERS—ARCTICS—BOOTS—CANVAS SPORT SHOES—LEATHER WORK SHOES—WOOLEN FOOTWEAR 
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A display that shows the possibilities of a small space in 
featuring shoes and accessories. Delman, New York. 


merchandise. By overlaying these backgrounds with 
two or three different colors of the same material you 
can make very neat displays at a minimum of cost 
and yet provide a very good attraction. 

One of the big mistakes made in window trimming 
is the mistake of letting your fixtures get too old. 
What I mean by that is not repainting and remodeling 
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them often enough. Don’t let the public pass your 


windows without expecting to see something entirely . 


new and different in ideas and fixtures. It is not 
necessary to buy so many new fixtures but to remodel 
the old ones so that they cannot be recognized. 

“In our shoe window we use a number of different 
sets of blocks, changing them quite often so that the 
public will not tire of seeing the same ones over and 
over again. The last time that they were remodeled 
we stiple worked them to match our backgrounds. 
This work is very easily done with a sponge or a 
chamois skin and makes a very beautiful set of 
mottled blocks that is very attractive with almost any 
trim you wish to use. The cost of this work is less 
than any kind of remodeling that you can do on your 
fixtures, 


dd 

The belief used to be that in order 
to attract the many shoes are used in the trim it con- 
fuses the prospective customer and she cannot get 
her mind definitely on any one shoe in that window, 
whereas if they are all one kind of shoe or a very few 
different patterns, then the customer is able to con- 
centrate on a certain shoe in this window and it will 
make an impression on her mind. 

“We find, in arranging our windows, that if too 
attention of a prospective shoe buyer, the shoes should 
nearly reach the ceiling. Now we may put a lot of 

[TURN TO PAGE 42, PLEASE] 


A novel idea in background, using contrasting colors in the 
circular disks, against a soft pastel drapery. |. Miller, 
New York. 
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“HER FORGOTTEN FEET” 








TYPE ONE: To Support Arch, 
After Correction, and FORCE 
Proper Stride in Walking. 








Endorsement: 
Arnie doctors for a number of years have had knowledge of the fact that metatarsal, arch and other foot 


mal-adjustments were primarily the cause of many of the aches and pains of knees, hips and back, attributed 
to arthritis, neuritis and rheumatism, and that certain manipulations of the metatarsal and arch joints will bring 
almost instant relief to the sufferer. 


However, it has been impossible to contact with a shoe manufacturer, who would produce shoes of a correct 
type to be worn after these manipulations and adjustments had brought relief to the sufferer. They could not be con- 
vinced that a small wedge here, or an elevation there, or that a fundamental swing expressed in the construction of 
the last was absolutely essential for foot comfort; and were evidently interested only in selling shoes with just a name 
and without any proven thought expressed as a basis of shoe construction. 





In conjunction with Mr. W. T. Dickerson of The Walker T. Dickerson Company, whose successful manufacturing 
experience over a period of years, we have perfected a shoe that | can endorse 100%. This shoe is constructed with 
my Cuboid Balancer (steel shank}—Patent No. 1,484,785; and Dickerson's soft rubber Metatarsal button—Patent No. 
1,748,377; and also their special constructed Arch-Lock innersol—Patent applied for, wedged properly under the 
heel and the great toe metatarsal joint to give a perfect balance, and which is particularly essential on swing lasts to 
force proper stride, posture and balance in. walking. 


These shoes will be featured as "DICKERSON'S TARSAL-WEDGE ARCH-LOCK SHOES" and with my long years 
of experience in the study of feet, bones and joints, and the ills arising from the mal-adjustment of these factors in 
walking or locomotion, | pronounce this "ARCH-LOCK" shoe perfect. 


Yours respectfully, 


NEW YORK OFFICE CHICAGO OFFICE 





Room 403 Room 1205 
MARBRIDGE BLDG. 7 West Madison 
B. Sc., D. O., M.D. 
EIGHT CLASSIFIED LASTS -- ATTRACTIVE PATTERNS 
Write for appointment Ten Salesmen NOW in Territories 


THEWVALKER T. DICKERSONcO 


COLUMBUS, OHIO, U.S. A. 
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The three styles illustrated here 
are made of RUBY KID, and are 
among the most popular sellers in ; 
the NU-MATIC line. : 





i When writing advertisers please mention Boot and Shoe Recorder 











Boor AND SHOE RECORDER 
combining THe SHOE RETAILER, Dec. 3, 1932 


IT'S AN 





EVANS LEATHER 














laid canst ats ta wine 








The idea behind the NU-MATIC shoe is 
to show its wearers such extraordinary 
foot comfort as to make them permanent 
buyers and boosters of NU-MATICS. 


The patented sponge rubber cushion ex- 
tending from heel to toe is an integral 
and permanently built-in feature. It is 
covered by patents in United States, 
Canada, Great Britain, Germany and 
Czecho-Slovakia. 


The makers of NU-MATICS state that 
their expectations have been more than 
justified in the way they have developed 
steadily repeating customers. 


a . 
NAIL-LESS 








NU-MATIC 
HEEL 
ARCH 


helps develop “repeating customers 


NU-MATIC SHOES 


In sparing no factor which they believe 
will encourage first wearers to repeat, 
they report that RUBY KID—standard 
in their black kid styles, has proved a 
definite sales influence. 


The Nu-Matic Shoe Co., Milwaukee, 
Wisconsin, manufactures and features 
in stock 28 numbers in men’s shoes and 
12 numbers in women’s shoes—( AAA to 
EEEE widths)—all made with the pat- 
ented sponge rubber cushion that is 
built in between the insole and outsole. 


JOHN R. EVANS & CO. 


Camden, New Jersey Philadelphia 


ST. LOUIS MILWAUKEE 
BOSTON CINCINNATI 
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FIELD EDITOR 





—— Help make money for you too 


Au over this country 
of ours we are finding a revitali- 
zation of foot interest. Fashion 
no longer holds public attention as 
it once did. Price no longer holds 
public attention as it once did. 





pose does hold public attention. 

With that thought in view, H. 
L. Lovett of Lovett Bros., Staun- 
ton, Va., constructed a most novel 
window display that dramatized 
the situation quite cleverly. 

In describing this window, Mr. 
Lovett says: “It consists of a 
grave, made of two artificial grass 
rugs, so as to make a mound and 
with flowers appropriate for the 
setting, with tombstone and foot- 
stone. On the tombstone we have 
printed ‘My Feet Killed Me.’ We 
have a skeleton hanging in back 
and the skeleton is holding a 
sign which says, ‘Wear Lovett 
Brothers Shoes for Foot Com- 
fort.’ We also have a sign be- 
side the grave saying, ‘Cheap 
Shoes Did It,’ and another sign 
in the window which says, ‘Step 
Inside and End Your Foot 
Troubles.’ We have a tie-up of 
Scholl’s appliances and foot reme- 
dies, plus Freeman and Florsheim 
shoes.” 


At the National Shoe Co., 
Denver, the attention of numbers 
of students of high schools and 
colleges is each year directed to 
new Fall offerings by a unique 
display of pennants. 

The pennants are arranged on 
wires in front of the store en- 
trance. Here are represented 
practically all the schools in Den- 
ver and a good many located in 
towns near the city, there being 
several dozen of the pennants. 
The display is in for two weeks. 

The colorful array not only at- 
tracts the attention of students, 
but of the alumni of the numerous 
institutions and of parents of stu- 
dents as well. It has for several 
years been one of the most impor- 
tant Fall sales producers in use, 
according to Store Manager L. 


Rudolph. 
* % 


Have your customers 
ever seen the inside of their shoes? 
Do they know what they are made 
of and how they are put together? 
Charles J. O’Connor, Detroit shoe 
merchant, has demonstrated that it 
pays to let them. know. His 
specialty happens to be heavy 
quality shoes—police shoes and 
the like. He has built up a fine 
little business in this section. And 
this, one of the hardest duty de- 
mands on shoes, is one of the very 
few that is disastrously hit by de- 
pression. 

O’Connor has taken a typical 
stock shoe for demonstration, cut- 


ting it open and through as in 
standard demonstrators for sales- 
men and samples for bidding on 
contract orders, for instance. Cuts 
through and across the sole, 
middle and rear of arch, and heel 
show the interior of the shoe 
plainly. Its construction, the 
quality of the various leathers, the 
type of workmanship are all laid 
bare by this radical demonstra- 
tion. It certainly will not pay to 
do this with every shoe in stock, but 
once is enough. The demonstra- 
tor can be used as a permanent 
sample of the quality carried in the 
store lines. 





Laid in its broken condition 
upon the display table, it is an at- 
tractive display at once. The un- 
usual position of the shoe is sure 
to get attention—and then the 
sales appeal can speedily follow. 

* * * 


Now that Christmas 


is just around the corner—that 
celebrated corner—Harold Jane- 
way,. Seattle shoe retailer of the 
Wallingford district, catering to 
the residential neighborhood trade, 
finds that customers are meaning 
to get their Christmas gifts by 
buying shoes for themselves. 
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Pure Dye Silk 
SHOE LACES 














T-7159 /88 


The Aristocrat of 
Shoe Laces 


, 


Unlike weighted silk, these laces will not 
deteriorate on counters and _ shelves. 
They are easy on the instep because of 
their resiliency. They stay tied. They 
are 50% stronger than silk laces which 
are not Pure Dye Silk. And 90% strong- 


er than ordinary mercerized laces. 





These qualities guarantee customer sat- 
isfaction and profit to the merchant in 
® reputation and resale. A sample pair 
will be sent to anyone writing on his 
letterhead. 








We also make a complete line of laces 
in mercerized, rayon, glazed cotton, 
klondike, Prince of Wales, and Pure Dye 
Silk. Write us for complete informa- 
tion—or see your jobber. 























READING 
RENNSYLVANIA 





Order from 
Your Jobber 
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He has found his premium plan 
by which he gives a point for 
every dollar spent—like the deci- 
mal system—to be most effective 
for those anxious to secure pre- 
miums or gifts for themselves, as 
a rule, but for others now that 
Christmas is at hand and his pre- 
miums come in handy as Christ- 
mas gifts. 

Women and children especially 
(although he sells shoes for the 








entire family from his store on 
North 45th Street on the central 
artery of the Wallingford com- 
munity) are reached by the shoe 
retailing system in vogue in his 
store, whereby he has set aside a 
shelf clearly visible that holds a 
mass of enticing articles for boys 
and girls and the ladies, to be 
given after so many points have 
been scored. 

He has a large card-index, a 
card for every Wallingford cus- 
tomer, and they are legion. Upon 
this card he enters every sale. If 
a three-dollar pair of shoes is pur- 
chased there are three points en- 
tered. And such score as may be 
added with each subsequent pur- 
chase accumulates until the coveted 
article is covered by the number 
of points required for its acquisi- 
tion. 

In this manner—for ten points 
there is a handsome big lot base- 
ball displayed for the eager eye of 
the avid boy, and for twenty points 
an artistic lamp for milady’s 
boudoir, her console table, or 
mantelpiece. Ornaments and play- 
things, useful household articles 
or toys all make alluring good-will 
tokens, the little gifts that keep up 
friendship, and a really definite 
hold upon the customer. Mr. 
Janeway, in commenting upon the 
effective plan of premiums the 
other day, pointed out that he be- 
lieves that many persons are drawn 
back again and again to his store 
to add to their premium score on 
the cards, and that the same cus- 
tomers are sold again and again. 
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A good follow up idea 
to sell more rubbers originated 
with the M. & L. Shoe Store, 19 
West Market Street, York, Pa. 
It consists of the following mes- 
sage printed on a regulation gov- 
ernment penny post card: 

“Recently we had the pleasure 
of fitting you with a pair of shoes. 
Now we would like to show you 
the 
NEW SATIN FINISH RUB- 

BERS AND GAITERS. 

Light as two feathers—comfort- 
able as your favorite shoes. That's 
what we offer in these beautiful 
Ball Band gaiters and rubbers. 
Complete protection against wet 
and snow—keep your feet as chic 
in bad weather as in good weather. 
; We advise you not to 
‘wait for a storm, but to make 
your selections early from our 
wide range of styles and sizes. 

“Quality is always a bargain and 
there ts no substitute for Quality.” 

+ * * 


The banks furnished 
this idea to the Wagoner & Marsh 
shoe store. It is based on the fact 
that customers are interested in 
knowing who is serving them. 
Small, neat, framed signs in plain 
view of each section inform the 
trade as to the name of the sales- 
man serving their section. In this 
store a man is assigned to a defi- 
nite section of several chairs. 
That is his personal place; it is 
where he does all his selling, and 
he is held responsible for all cus- 
tomers occupying his chairs. 

Customers may forget a man’s 
name when they come back, but 


they are very apt to remember just | 


where they last sat, so naturally 
gravitate to that same spot. So 
by having the salesmen’s names 
displayed it gives them more pres- 
tige; in case of a turnover, the 
customer is moved to another sec- 
tion. No one has yet objected to 
the moving. In the case of a new 
customer, it is interesting to note 
how they spot the name and size 
up the salesman. 
oe « 


he Riverside Bootery, 
2856 North Oakland Avenue, 
Milwaukee, has a Booster Club 


which has been growing fast ever 
since formed three months ago. 
The plan of the club is that chil- 
dren who join should try to get 
members of their family or friends 
to come into the store and buy a 
pair of shoes. For each pair of 
shoes the children get to their 
credit they are given a certain 
number of credit points. 

Then, in the shoe store there is 
a large glass case filled with toys 
of varios descriptions. Every 
child who brings in one customer 
for the store has the privilege of 
selecting any toy within a certain 
section in that case. Children 
with two orders to their credit can 
select toys from another section of 
more value, and so on. Naturally 
the tendency is for children to 
bring in as many customers as pos- 
sible. 








The Booster Club already has 
many members and is growing 
fast. It has secured many new 
customers for the store and will 
secure many more. Just because 
a retailer had enough foresight 
to realize that kids like toys very 
well and will work their heads off 
to get them. 


* * * 


Natural and Spring 
beiges, as well as new light tones 
of grey, are stressed as significant 
color notes in the collection of fifty 
woolen shades which will be por- 
trayed on the 1933 Spring Woolen 
Card to be issued shortly by the 
Textile Color Card Association. 

An important new group of 
sports colors is of special signifi- 
cance. These comprise shadowy 
pastels like Corncob, Mellopink, 
Woodfern and Peachstone, as well 
as brighter animated hues, includ- 
ing» Orangeskin, Green Lemon, 
Jungle Gold, Candy Yellow and 
Burnt Amber. Minorca, a deep 
aquamarine, and Purple Iris are 
additional Spring tones of interest. 
They should speed up sales. 
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Raa. 





LOCKSTITCH 
Tmt 


FLEXIBLE 


SECURE 





The seam of the LITTLEWAY LOCKSTITCH is like 
the GOODYEAR LOCKSTITCH. 


GOODYEAR attaches the sole to the welt on the 
outside of the shoe — LITTLEWAY attaches the sole, 


upper, and insole on the inside of the shoe. 


LITTLEWAY LOCKSTITCH makes possible the light, 
close-fitting edges essential to modern fashionable 


footwear, and is now available by using the 


GC SOLE STITCHING MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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The bowling shoe window display, to be effective, should appeal to the bowling fan and emphasize the points of shoe construction 
in which he is interested. 


New Angles on Bowling Shoes 


How Some Stores Are Using Them 


to Increase Sales and Build Prestige 


This Fall the bowling shoe business 


has opened with a bang, several and sundry bangs on 
many alleys, for that matter. Not only is the gen- 
eral bowling business fair, but there are several new 
shoe developments which are the means of selling 
more than the usual number of bowling shoes. Then 
there is the female element which is taking up bowl- 
ing. All of which should make selling of bowling 
shoes an interesting shoe store accessory line. 

Not all shoe stores which handle bowling shoes do 
so profitably. It is one thing to “carry” bowling 
shoes and another thing to “sell” them so as to make 
some extra money for the store. Two stores in a 
large city both made practically the same dollar in- 
vestment in bowling shoes. One did a fine business 


ead 


and the other made a miserable failure of the ven- 
ture. Both stores had fine locations and the pro- 
prietors are rated first class shoe men, but one 
carried bowling shoes and the other sold theirs. 
Sifted down, the foregoing true story is simply 
one where the one firm was keenly interested in the 
sport itself, knew the requirements of the game and 
had trained and encouraged his selling staff to take 
an active interest in this and other sports, while the 
other concern put the goods on the shelves, did a 
little window promotion job and let it go at that. 
This interest of women in the decidedly strenuous 
game of tossing the balls down the alley is having a 
marked effect on bowling shoe selling. Up to a few 
[TURN TO PAGE 48, PLEASE] 

















.Pollyanna, 


TH 





Sas 


LT 
EAP 


SHOES 


CONTINUE TO MAKE INCREASES 


In the sales and profits of POLLYANNA dealers at the NEW RETAIL PRICES of 
5 to 8; $2.25—8? to 12; $2.50—12? to 3; $3.00—2? to 8; $3.50 and up 





The 


NEW SPRING LINE 
of 


POLLYANNA 


SHOES 
will be 
On Display in 
ROOM 1204 
HotTEL CoMMODORE 
New York City 
DEC. 6 to 9 


Also an attractive, smart line 
of Unbranded Sport Shoes 


An 
“Airy 
Arch” 

in every 
Pollyanna 
Shoe 





SAS Wider Cp. 


ANNVILLE, PENNSYLVANIA 


Below we show the actual ledger record of shipments 
to an aggressive POLLYANNA agency (*) comparing 
the shipments for the first 4% months of the Spring 
season this year to those of the first 4/2 months of this 
Fall season. 
1932 1932 


DATE NO. PAIRS DATE NO. PAIRS 
Jan. 4 1 July 15 3 
Jan. 12 1 July 22 224 
Jan. 20 1 ; — 227 
Jan. 20 114 Aug. 4 1 
Jan. 23 1 Aug. 9 2 
Jan. 28 3 Aug. 12 270 
—- 121 Aug. 18 1 
Feb. 2 1 Aug. 19 1 
Feb. 2 248 Aug. 20 2 
Feb. 1 339 Aug. 27 417 
Feb. 10 1 —. 694 
Feb. 11 91 Sept. 2 335 
Feb. 15 1 Sept. 3 2 
Feb. 17 2 Sept. 9 1 
Feb. 24 32 Sept. 13 380 
Feb. 24 179 Sept. 21 129 
Feb. 27 199 Sept. 26 99 
Feb. 29 1 wane Sept. 29 1 a 
: Oct. 5 98 
Mar. 2 1 ous 184 
Mar. 8 1 Gas 10 i 
Mar. 10 aaa. 10 1 
Mar. 11 119 Oct. 2 1 
Mar. 17 54 Oct 13 i 
Mar. 24 144 cua 14 1 
Mee, St “ Oct. 14 243 
a ae Oct. 14 1 
Apr. 1 48 Oct. 14 191 
Apr. 8 Oct. 21 1 
Apr. 14 227 Oct. 27 1 
Apr. 16 1 Oct. 28 127 
Apr. 19 1 Piss: 851 
Apr. 20 1 Nov. 3 38 
— im Nov. 4 114 
May 2 3 Nov. 7 397 
May 3 231 Nov. 8 1 
May 9 1 Nov. 10 155 
May 10 2 Nov. 15 63 
May 10 1 238 aces 560 
Total ........ 2,088 Total ........ 3,487 


INCREASE 1399 Prs. or 67% 


. The name of this POLLYANNA agency and other ledger records 
showing experiences of other agencies will be gladly furnished on 
request to non-competitive retailers. 
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Talking Points of Shoemaking 





Gib J 


Settle down toa 
winter of foot comfort in 


aon’ s fot nes Moe D aD 





-a new kind 
of Jas: makes 
these shoes fit 





—shoes with a new assurance that there will be 
no bulging. no gapping, no bulkiness at the arch 


MADE ON THE NEW “DOWN TO THE WOOD” last 
(which means a groove in the wooden iast over which the 
thoes are built, making the shoe fit more emoothly). 
Made for nurses, business women, club women, office 
workers—women always “on the go.” 
MADE in oxford or strap styles, euedc or kid—white too. 
Sketched, new brown kid oxford—Fall fashion favorite. 
Comfortable, flexible sole—well fitting arch. 
Filene’s—Little shoe shop—street floor. 
Next to the Mén's store on Washington street. 
Mail or phone orders filed. Call HUBbard 41250. 











ODAY the successful shoe retailer must have 

talking points in the shoes he sells. The buy- 
ing public want to know the purpose of any new 
feature offered as an improvement. 

A very recent case in point is the adoption by 
Filene’s Women’s Shoe Department of a new line 
of shoes featuring an improvement in the lasts 
over which the shoes were made. This feature is 
known as “DOWN TO THE WOOD” and its 
chief claim is that shées made this way fit the 
foot moe snugly and smoothly under the arch. 

The curiosity and interest of the public in what 
this shoe embodies and how it is made finds its 
expression in Filene’s endorsement of the prin- 
ciple involved and at the same time opens a new 
opportunity to the shoe clerks to explain to their 
customers that mysterious thing—the last. 


_— claimed to fit exactly the bottom of the 
foot of the person who wears it is introduced by 
Bloomingdale’s Department Store in New York. 

The shoe is made with a specially treated in-sole, 
the fibers of which are longer and less compact than 
other in-soles. There is a definite “give” to the leather. 

It is claimed that when the weight of the body and 
the natural body heat contact this special in-sole for 
several hours, the exact impression of the bottom of 
the foot is made. Hence the wearer is given the natu- 
ral walking conditions as nature intended, the “foot- 
print ease” of walking, and the natural support of 
every arch, muscle and curve of the bottom of the 
foot. 

The advertisement which appeared in the New York 
papers, reads: “Just as no two finger-prints are identi- 
cal—no two feet are just alike. Machinery cannot 
mold a shoe to fit the bottom of every foot exactly. 
But here’s what happens in our BERKEY WALK- 
ING SHOES: When the weight of your body and 
your natural body heat contact this specially treated, 
resilient in-sole for several hours, the in-sole takes an 
EXACT IMPRESSION OF YOUR FOOT. 


THE -NEW YORK SUN, TUESDAY, NOVEMBER 15, 1932, 


“YOUR SOLE IS 
YOUR OWN”’ 
In Bloomingdale’s New 


TY 90 


Shoes 


In Their Specially Constructed 
In-Soles your foot makes its 
own impression. 











UST as no two fingerprints are identi+ 
cal—no two feet are just alike, 
oan i ange -— a shoe to 
it borrom every foot exactly. 
4 ERKEY 


But here's what hai B 
WALKING SHOES. 
Vande bay acdhes your bay and ro 
natural contact ly. 
treated, resilient insole for several hours, 
the insole takes an EXACT IM- 
“old shoe comfort in a Smart, new 
shoe. And our BERKEY price is only 
$10 

ORigiemerion apploed fe. 

BLOOMINGOALE $—Feormesr—Third Pose 
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An Idea That You Can Put to Work 


fs one thing to have an attractive line of display 
* shoes. It’s quite another thing to present them 
at their best in your windows. 

Fairy Forms are designed to relieve you of that 
ener They are really shoe lasts of light-weight 

airylite which bring out the style and individual- 
ity of your models like nothing else can do. Besides 
they add a touch of color so essential to attractive 
































display. 
ou can get Fairy Forms from the manufacturer unten 
who supplies you with shoes. He will gladly fit ‘imma Inaeshaienal 


your display shoes with Fairy Forms. Or, if you 
prefer you can order them from us. 

Try a few pairs. See what these silent salesmen 
can do when put to work in your displays. Write. 


forming, it perfectly. 


SHOE FORM CO., Inc., AUBURN, N. Y. 








Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton Paris Frankfort Melbourne This shoe from the Brown Shoe Co., St. Louis, is formed with a Flex-to-fit Fairy 
England France Germany Australia Last, which supports the strap, forms the vamp and narrows the quarters. 





See our exhibit in room 1003 Commodore Hotel, New York, during the National Seasonal Opening of the National Boot & Shoe Manufacturers Association. 





COME TO READING 


you will be delighted to visit the many 
spots of historic interest in this famous 
industrial centre. 


Make your headquarters at = 
this Modern, Fireproof Hotel 


RATES: $2.00 to $3.50 } LIVE IN THE NEW SMART CENTER 
Restaurant and Coffee Shop i" OF NEW YORK 


The Hotel Montclair is located 

















NOTHING FINER in the very heart of the fashionable 
IN HOTEL Park Avenue area—the world- 
ACCOMMODATIONS famous residential and shopping 
AT TRIS RATES district of New York's elite. 800 
SINGLE ROOMS sunny, outside rooms. Every room 

from $2.50 to 95 per day with bath, shower and radio. 


Weekly from $15.00 Adjacent to Grand Central and 
DOUBLE ROOMS 


B & O Bus Terminal . . . only a few 
from $3.50 to $6 per day . . . 
Weekly from $21.00 minutes from Pennsylvania Station. 


FO HEE RON ECE ARR 


Oscar W. Richards, Resident Manager 
LEXINGTON AVE., 49th TO 50th STS., NEW YORK CITY 
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of 


ELECTED 


Bacause Darex Soles have made good their promise. . . be- 


cause they have proved they possess all the advantages of both 


i 
Ss 
a 
¥ 
Br. 








leather and rubber, and the disadvantages of neither . . . be- 






cause aggressive merchandising and national advertising have 






created a profitable demand for them . . . the manufacturers 






on the page following have elected to show Darex Soles in 






their Spring lines. 






AND BECAUSE Darex Soles give retailers valuable added selling 





points . . . because this year’s leading retailers have reaped 






very tangible rewards from Darex sales and resales . . . because 






the new Darex Merchandising Plan is even stronger than last 





year’s... the retailers who will be among next year’s leaders 






will look in show week at the rooms listed opposite and will 






also make a particular point to spend some time at Darex Head- 






quarters, Rooms 1210-1212, Hotel Commodore, New York. 









DEWEY AND ALMY CHEMICAL COMPANY 


CAMBRIDGE 4 MASSACHUSETTS 


*« ' 
When writing advertisers please mention Boot and Shoe Recorder 
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ona resale platform 








THE VOTE 

















ROOM NO. ROOM NO. 
C. H. Alden Co. Jarman Shoe Co. 
Abington, Mass. . . . . 1410 Nashville, Tennessee . . 1139 
D. Armstrong & Co. Laird, Schober & Co. 
Rochester, New York . . 1035 Philadelphia, Pa. . . . . 900 
M.N. Arnold Shoe Co. Marshall, Meadows & Stewart, Inc. 
South Weymouth, Mass. . 807 Auburn, New York . . . 873 
Carlisle Shoe Co. The Menihan Company 
Carlisle, Pa... .... 800 Rochester, New York . . 840 
j Edwin Clapp & Son, Inc. I. Miller & Sons Inc. 
East Weymouth, Mass. . . 1407 Long Island City, New York 800 
J. M. Connell Shoe Co. A. E. Nettleton Co. 
South Braintree, Mass. . . 1173 Syracuse, New York . . 1100 
W. B. Coon Co. :; O'Donnell Shoe Co. 
Rochester, New York . . 1009 St. Paul, Minnesota . . . 1273 
Dixon-Bartlett Co. M. A. Packard Co. 
Baltimore, Maryland . . 1207 Brockton, Mass. . . . . 1105 
Field & Flint Co. The Stetson Shoe Co. Inc. 
Brockton, Mass. . .. . 1474 South Weymouth, Mass. . 805 
Julius Grossman, Inc. E. T. Wright & Co., Inc. 
Brooklyn, New York . . 804 Rockland, Mass. . . . . 1404 











These manufacturers, among others, have ELECTED to show Darex Soles 
in their Spring lines. Be sure to visit the rooms listed and see why. 


DAREX SOLES 
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A New Slant on Shoes for the South 


[CONTINUED FROM PAGE 15] 


the classic white and the pastel range. 

And so, if the menu you offer your 
customers is complete, it should include 
some of the pale neutrals and possibly 
some of the high or “sun” shades, like 
bright green. But if concentration on 
the best selling items is all you are in- 
terested in, at least for this early busi- 
ness, then white shoes will fill the bill. 

In shoes for general town wear, for 
travel, for going on board these cruise 
ships, the situation is of course quite 
different. From all reports, reptile 
shoes, in both beige and grey, are going 
to be big in popular priced shoes. In 
grey especially, that trickiest of colors, 
the blended tones of watersnake are a 
life-saver, when it comes to matching 
up shoes to costumes. As we see more 
Spring lines, we are more impressed 
with the importance of browns of mid- 
dle value, such as ‘Fawn brown. In 
kid, in fine suede -in combination 
(higher-priced lines) these middle 
colors look newer than Indies and 
smarter than the paler beiges for town. 
Blue completes the picture—that good, 
clear, lighter than navy blue that goes 
with all the other costume blues. Coat 
and dress houses are showing enough 
navy blue outfits to insure a good de- 
mand for navy blue shoes. 


The Fabric Situation 


Meshes are in the air again, in spite 
of all the difficulties experienced with 
open fbarics last Spring. Some manu- 
facturers, who used mesh well rein- 
forced with leather and allowed plenty 
of material at the seams, report a 
small percentage of returns. Others 
claim that their hair turned grey when 
meshes came in! 
fabric makers have been working with 





In the meantime | 
| fashions Southward bound. 


these materials. Stepping-up the qual- 
ity of the yarns, the character of the 
sizing, the elasticity of the weave, and 
improvements all along the line. 

Glove manufacturers are planning to 
play meshes. Meshes are still seen in 
dresses. (Lord and Taylor have a 
white cotton mesh evening dress in 
their window this week.) It looks like 
a favorable set-up for mesh shoes in 
popular-priced lines. Both white and 
the new natural tones are being shown. 
One manufacturer’s estimate of the 
relative importance of these two colors 
is 70 per cent white and 30 per cent 
natural. 

The higher priced lines are looking 
for individual fabrics. They are more 
interested in the firmer weaves with a 
silkier finish which give wider scope 
to the pattern. 

Linens recommend themselves _be- 
cause they are strong in dress lines. 
Tweed weaves and shantung construc- 
tions are two of the newest forms of 
the fabric, both with possibilities for 
shoes. A dyeable cotton fabric with a 
suede finish suggests the effect of the 
antelope used for evening slippers this 
Winter. This material is being sampled 
in resort sandals and is particularly 
appropriate to wear with cotton even- 
ing dresses. 

We have never had anything quite 
right for these new evening dresses in 
washable fabrics—the dotted Swisses, 
organdies and handkerchief linens that 
get more important every season. Silk 
crepe slippers are a shade too formal, 
leather slippers a shade heavy. This 
new suede-like material is a step in the 
right direction. Bright, gay, informal, 
it fits the picture of cruise and resort 


Contrast Is Keynote for Summer 


[CONTINUED FROM PAGE 17] 


the all-white buck will show increased 
sales, particularly in the plain toe pat- 
terns. Brown buck will settle down to 
the grade and type of store best suited 
to merchandise this material, which will 
be almost staple in some stores and 
dead wood in others. 

The set-up in the black and white buck 
sport shoe is defined as straight tips in 
the higher grades and pinked wing tips 
in the popular priced shoes. 

Buck leathers will have some com- 
petition this coming season, for suedes 
and felt are being sampled in shoes 
having the same general characteristics. 


Several lines are showing full samples | 


of all-white suede and combinations. 
Felt material is being used by the high 
grade men’s shoe manufacturers in all 
white, two shades of brown, brown and 
white and black and white. In all cases 
spring heel composition soles are used 
which also have a felt treatment. It 





will be interesting to watch the develop- 
ment of this material in men’s shoes. 

Even the most optimistic manufac- 
turer having ghillies in his line is still 
of the opinion that these shoes for the 
most part are to be considered as in the 
window-dressing stage, rather than a 
strong selling proposition. A consider- 
able number of famous folks are wear- 
ing these shoes, having either seen them 
worn in England or having bought them 
there. 

Genuine Cape seal, in all brown, all 
black and combined with white buck 
or white suede, offers interesting pos- 
sibilities. This leather will stand almost 
unlimited abuse and come out looking 
like new. 

Many of the genuine pig shoes are 
being shown with the holes punched 
through the linings. As the pig leather 
is porous, this makes an ideal early 
Spring shoe. 
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Novel Backgrounds Attract 
[CONTINUED FROM PAGE 28] 


time on the background and the set-up 
of a window, then display six or seven 
or maybe not that many pairs of shoes 
very low, some of them on the floor. 
As ideas on everything else have 
changed so have they on the correct 
way to display your merchandise, and 
it is very necessary that all window 
men keep posted on all of these new 
ideas. 

“Last but far from being the least, we 
find it very necessary to keep tabs on all 
important dates and events so that 
windows may be trimmed to represent 
them. That doesn’t necessarily mean 
national holidays, but events that are 
going to happen locally, such as some 
big game to be played or some im- 
portant meeting of a women’s club or 
other organization. By displaying in 
your windows to meet these special oc- 
casions you will find you can bring 
customers to your windows and also 
into your store.” 


Associations to Hold Elections 


This is the time of year at which the 
local associations of shoe travelers hold 
their annual meetings. 

The Iowa association plans to hold 
its meeting in Des Moines, at the Hotel 
Des Moines, at 1 P. M., December 10, 
at which time a lunch will be served 
to members and their invited guests. 
The Boston Shoe Travelers’ Associa- 
tion will meet at the Hotel Essex, in 
that city, on December 17. The Wis- 
consin association already has met, the 
members gathering at the Hotel Plank- 
inton, in Milwaukee, on November 25. 

At all meetings, the order of business 
includes election of officers to serve 
during 1933, the reading of reports of 
all officers and committee chairmen and 
the appointment of delegates to the 
national convention. 

Among the various local associations 
there is keen rivalry this year to see 
which will be entitled to the most dele- 
gates to the national convention, which 
will be held in Chicago, on January 12 
and 13, immediately following the close 
of the convention of the National Shoe 
Retailers’ Association. 


Reed Buyer at Rubenstein 


NEW ORLEANS, LA.—George Reed is 
the new manager of the shoe depart- 
ment at F. Rubenstein and Company, 
1101 Canal street. He has had exten- 
sive experience with large departments 


in the Middle West. 


Harold Peres 


NEW ORLEANS, LA.—Harold Peres, 
36, recently died following two months’ 
illness. For 14 years he had been con- 
nected with the sales department of the 
Waik Over Shoe Stores, and for the last 
oe years with M. Pokorny and Sons, 

td. 
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SHOE LACES 
























FOR RAPID SERVICE 


To give faster service on all shoe lace 
orders we now distribute to the trade 
through our selling agents, the United 
Shoe Machinery Corporation. 


We manufacture a complete line of 
- glazed, soft-finished, rayon, and mercerized 
laces, and branch offices located in every 


important shoemaking center carry repre- 





sentative stocks. 


By communicating your lace needs to 
the nearest branch office your order is 


assured immediate attention. Special atten- 





tion is given to all emergency orders. 


SHOE LACE COMPANY 


(Successor to Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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NEW 
MONEY MAKING | 
- PLAN for retail 


shoe merchants 


First Announcement of radically new idea 
in co-operative buying and selling. New 


Distribution Plan that gives Profit and 


Security to Retail Shoe Merchants. Wise 
Shoe—famous chain store system—offers 
independent merchants all advantages of 
large scale operations—and guides you in 
making more money. If you intend stay- 
ing in the shoe business — or opening 
a new store—read every word of this 


important message. 


The independent shoe merchant has for years 
fought a losing fight against competition. Practi- 
cally single-handed, the independent man has 
had to be buyer, stylist, financier, manager, sales- 
man and everything else for his store. On the 
other hand, chains can afford to buy the very best 
specialized brains for each one of these jobs. 

How could you expect one man with his few 
dollars to fight a united group of men with lots 
of dollars! 

“What the independent merchant needs,” said 
one important authority, “is less advice and more 


real help!” 


Then act at once! 


Quite true. And that HELP HAS NOW ARRIVED! 


A Ce-operative Plan 
For Buying at Lower Prices 


Instead of continuing to fight all alone—you are 
now offered a chance to hook-up with a hundred 
or more independent shoe merchants—one in each 
city. These men are guided by the Wise Shoe 
Company. You pool your buying with WiseShoe to- 
gether with all these merchants—and you get lower 
prices on shoes of better quality than you now 
buy. You pool your buying not only on shoes— 
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but on hosiery, rubbers, display fixtures, findings, 
etc. You buy everything at lower prices. You 
sell at prices to compete with any chain in your 
town—and give equal or better quality than the 
chain gives while getting the same mark-up the 
chain gets. No small-store operator will be able 
to equal your values. 


Faster, Better Styling 


A chain system can always offer better styles than 
the independent. As a member of this co-opera- 
tive group, your styling is done by Wise Shoe. 
You buy the same styles as Wise buys. All the 
advance style knowledge possessed by Wise buy- 
ers—all the Fifth Avenue and Paris style sources 
—all the speed in switching from one new 
thing to the next—are yours! This enables you to 
compete with any chain store in featuring smart 
style and far surpass in style and value-giving 
any “lone wolf” independent. 


Famous Chain Store 
System Guides You 


Wise Shoe puts at your disposal all of the infor- 
mation about retailing that has cost thousands of 
dollars and a quarter of a century to collect. You 
are shown how to operate on a very small stock 
so as to get a larger turnover—possibly six to ten 
times per year—as against the two-or-three-time 
turn-over of stock that most small merchants get. 
You are given all the Wise Shoe control systems 
for budgeting purchases; for controlling inven- 
tory, etc. You are shown every money-making 
idea that the chain stores use. In addition, you 
get the advice and guidance of the Wise Shoe 
Company executives, who work closely with you 
in the operation of your business. 


Advertising and Window Displays 
Prepared For You by Experts 


Advertising matter, such as circular letters, 
folders, local ads, etc., are prepared for you by 


384 Fifth Avenue 


(If you are coming to New York for the National Show call at our 
offices for a personal discussion with one of the Wise Shoe executives) 


WISE CO-OPERATIVE SHOE RETAILERS 


INCORPORATED 
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highly-skilled specialists in New York. The same 
window displays, designed for the Wise Shoe 
Company, are offered to you for use in your stores. 
Wise buys the best display men available. A 
travelling window specialist is at your service. 


You Are Your Own Boss 


Summed up, your membership in the Wise Co- 
operative Shoe Retailers, Inc. means that all the 
benefits of a chain system are yours—with none 
of the disadvantages. You own and operate your 
stores just as you now do. 


The Wise Shoe Name in Your City 
Is Exclusively Yours 


You keep your own name in the business—yet 
have complete use of the Wise Shoe name. This 
name is an extremely valuable business builder— 
a power in shoe retailing. Millions of dollars 
have been spent advertising it. Wise spends 
many thousands of dollars each month in adver- 
tising. The radio and magazines will be used 
for advertising Wise and the Wise Co-operative 
Shoe Retailers’ stores in 1933. 


Send For Information — NOW ! 


No more amazing plan than this has ever been 
offered the merchant fighting for a decent living 
in the shoe business. No plan has ever had so 
enthusiastic a response—or more whole-hearted 
support. 

Since only one retailer in each city can join this 
Co-operative Chain, and many cities in the East 
are already closed—we ask for quick action on 
your part if you are interested. The‘first inquirer 
in each city will naturally get the first chance. 

Plans are now under way for buying for the 
1933 Spring Season. So there is no time to lose. 

If the coming year looks dim and uncertain to 
you—if you feel the need of a helping hand and a 
guiding spirit—write today for complete and de- 
tailed information. 


New York 
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A Lhe lide o 
Natural Bridge 


... Lhe Outstanding Spring Line... A Triumph 
in Smart Styling .... To Retail at $4 and $5 : 





















The turning tide marks a new era in shoe merchandising. To 
the Natural Bridge Dealer it brings assurance of greater profit 
and local leadership. 


In the Natural Bridge line for Spring, Craddock-Terry present 
the shoe and the plan that are keyed to the new-day mer- 
chandising strategies of 1933 . .. that reflect a new type of 
leadership in the popular-priced women’s shoe field. 


Style Leadership. A new conception of smart styling for 
arch-type shoes . . . youthful patterns . . . new leathers .. . 
new lasts . . . improvements in construction that insure the 


LASTING FOOTEASE which has made this shoe famous. 


$4 and $5 Retail Prices. Unmatched values in this great 
and growing field. More styles than ever before—all carried 
in stock. 


National Advertising. In Good Housekeeping, Ladies’ Home 
Journal and Photoplay, reaching one out of every three urban 
homes. 


Point-of-sale Merchandising. Our spring plan of planned 
merchandising and dealer co-operation provides a new type of 
store promotion that creates local style leadership and wins new 
customers. 


Write or wire for the Natural Bridge franchise proposal. Com- 
plete display at the Chicago Show, Jan. 9 to 11. 





CRADDOCK-TERRY COMPANY 
Natural Bridge Division 


Lynchburg, Va. St. Louis, Mo. 
ALSO MAKERS OF BOB SMART SHOES 


Sales Offices and Sample Rooms at Lynchburg, Va., St. Louis, Mo., 
and Milwaukee, Wis. 


le 


IN-STOCK SERVICE from Lynchburg, Va., and St. Louis, Mo. 
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Business Turns! 


An Announcement by Craddock-Terry Co. 











Bill iken 
The New Line of TRU-POSTURE Shoes 
for Growing Feet... Toes Straight Ahead 


Billiken, an old and favored name in shoedom, shines forth 
with new and startling brilliance in the world of juvenile 
footwear. 


BILLIKEN TRU-POSTURE SHOES FOR GROWING 
FEET HAVE SWEPT ASIDE ALL OLD IDEAS AND 
SET A NEW STANDARD IN THE JUVENILE FIELD. 
New lasts . . . new construction . . . new features... new 
styling . . . new prices . . . new merchandising ideas . . . new 
advertising . . . new leadership. 


Complete line—popular prices 
The new Billiken Tru-Posture Line is complete in every detail. 
First-step and infants shoes to retail at $2.00; children’s shoes, 
$2.50; misses’ styles, $3.00 ; boys’ shoes, $3.00 to $3.50; growing 
girls’ styles, $3.50 and $4.00. 


National Advertising 
In Good Housekeeping magazine, large space advertising will 
broadcast to millions how Billiken Shoes protect foot health 
and assure the normal development of plastic growing feet. 
Planned merchandising and local sales help for every dealer. 


Remarkable Profit Opportunity 
The Billiken Franchise and Resale plan set a new pace in 
profit merchandising. Dealers who are interested in local lead- 
ership in the juvenile field will write or wire now for the 


Billiken proposition. Complete display at the Chicago Show, 
Jan. 9 to 11. 


CRADDOCK-TERRY COMPANY 
Billiken Division 


Lynchburg, Va. St. Louis, Mo. 


ALSO MAKERS OF BOB SMART SHOES 


4 New 


Billiken Features 


. Tru-Posture Treadbase 


Scientifically designed to promote the 
normal natural growth and “Toes 
Straight Ahead” posture of the plastic 
foot. 


. Progression in Lasts 


Perfectly proportioned from one basic 
last, graduated by sizes (from little 5 
to big 3) to match the normai growth 
of the foot and provide the same per- 
fect fit and uniform treadbase. 


. Spring-steel arch 


(In all styles from little 81% to big 9.) 
Natural support for the active grow- 
ing foot-arch. Not only strengthens 
arch but also protects it from shock 
and injury when running and jumping. 


. Flexstep Soles 


(In all play and school shoes from 
5Y%4 to 3.) They flex and bend with 
the foot, thus allowing barefoot free- 
dom. 





IN-STOCK SERVICE from Lynchburg, Va., and St. Louis, 
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New Angles on Bowling Shoes 


[CONTINUED FROM PAGE 36] 


years ago, but very few women’s bowl- 
ing shoes were carried in the regular 
shoe stores. Now at least 15 per cent 
of all bowling shoe sales are to women, 
with the percentage daily increasing. 

Women take their bowling much 
more seriously than men.. They gen- 
erally visit the alleys at stated times 
and in groups, while many men in the 
habit of bowling will drop in at an 
alley at any odd moment and roll a 
few strings. Women have found to 
their sorrow that when they try to toss 
a ball down the alley in high heel shoes 
they are more than likely to get tossed 
themselves, hence the need of regula- 
tion shoes. 

Right here is a good spot to let Rube 
Metz give a few high lights. He has 
been featuring bowling shoes in his 
Chicago store for the past 30 years and 
so knows the business from all angles. 
Due to his long intimate connection 
with the game, many of the present 
models have been contributed to the 
craft by Mr. Metz. To quote him: 

“Up to the present time, nearly all 
bowling shoes were of the ankle sup- 
porting type. This has been found to 
be all bunk, from the standpoint of the 
practical every-day bowler. Fully 95 
per cent of the women and 60 per cent 
of the men buy the oxford pattern. 
They all find much more comfort in the 
lower cuts. Then there is the element 
of speed in changing shoes which 
counts with some, for even with hooks 
it takes a man longer to lace up a pair 
of high shoes than oxfords. 

“Before so many women took up the 
sport, the regulation bowling shoes 
were plain black. Now we are selling 
many all cream, cream and brown, and 
black with white trim to the women. 
Men are now asking for shoes in ma- 
terials other than the black leathers, 
so we are trying out a few all browns 
and combinations. 

“One other interesting recent devel- 
opment is the change from the idea that 
a bowling shoe must have a full rubber 
sole on one shoe and a full elk sole on 
the other. We have found many of the 
best amateurs and the professionals, 
too, are taking to the sole which has a 
rubber inlay across the ball of the right 
foot. Lastly, fully 75 per cent of all 
shoes have heels. This is a complete 
— from former ideas on this sub- 
ect.” 

Most of the bowling shoes are sold 
through sporting goods stores, but re- 
cently several of the progressive shoe 
stores have gone after this business 
with some good results. There are many 
ways of developing this bowling shoe 
business by shoe stores. Contacting 
those banks, industrial concerns and 
business houses which have bowling 
teams is one method. Putting a strong 
team on the alleys under the store name 
is another. Z 

The Florsheim store in Seattle does 
the latter stunt. This quintet went into 





action with a rush, taking the first 
three games from the Blue Diamonds 
in a league composed of teams from a 
number of business houses. Good pub- 
aoe on the sports pages comes from 
this. 

From a quantity angle, most of the 
shoes sold have a glazed horse upper. 
The higher priced kinds, however, are 
constructed of either brown, smoked or 
black elk finished leather. The most 
popular shoe is the one with the com- 
bination soles; that is, right foot rub- 
ber and left foot buckskin. Both are 
equipped with rubber heels. The rub- 
ber sole gives a non-skid effect, and the 
buckskin sole gives just enough slide 
to prevent the bowler from being 
thrown off balance. 

A specially constructed last is used so 
as to enable proper balance, comfort of 
the toes and the free movement of the 
muscles. These shoes are usually car- 
ried in stock in C width. The laced-to- 
toe pattern construction will take care 
of a narrow or wide foot. Retail prices 
of bowling shoes vary from $2 to $7, 
with most of the action in the medium 
grades. 


Grade Up Advertising 


ATLANTA, GA—A “time limit” 
placed on the advertising of bankrupt 
sales by the three Atlanta metropolitan 
dailies—is proving very effective in 
checking shoe—and other—sales of this 
nature in Atlanta. 

The agreement, which was entered 
into by the newspapers for the protec- 
tion of their higher-class clients, sup- 
plements a program of the Atlanta 
Retail Merchants’ Association, in which 
city ordinances have been passed mak- 
ing it illegal to advertise a wreck, fire, 
bankrupt or other sale unless it is a 
bona fide sale; to “run in” stock after 
the original stock purchased has become 
exhausted, or to advertise the name of 
the bankrupt firm in larger type. 

Those wishing to purchase bankrupt 
stock and conduct a sale can, of course, 
secure a fair amount of advertising 
from the newspapers. Experience has 
taught that an average of $1,000 worth 
of merchandise a day is sold at the 
average bankrupt sale, so a limit of 
$1,000 a day is set on it. If the stock, 
for example, is worth only $10,000, 
a ten-day limit is set; if $15,000, a 15- 
day limit will be given. At the end of 
that time no more advertising will be 
allowed in the newspapers. 

The result is to prevent the “run- 
ning in” of stock and the continuing 
of the sale on and on, month after 
month, to the detriment of the better 
class of merchants. Without newspaper 
advertising, the bankrupt sale gentle- 
men soon close up their doors and move 
to more agreeable cities, where the 
newspapers and the merchants have 
not yet learned to cooperate. 


B 
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To Make Junior Arch Preservers 


Boston—The recent announcement 
by the Green Shoe Mfg. Co. of its au- 
thorization to make and distribute Arch 
Preserver Shoes for growing girls, 
misses, children and infants, has creat- 
ed marked interest throughout the 
trade. This development, one of the 
most important in manufacturing cir- 
cles in the past year, is indeed a tribute 
to the manufacturing skill and mer- 
chandising ability of this well-known 
Boston manufacturer, whose line of 
children’s footwear is already known 
to hundreds of shoe buyers and mer- 
chants, nationally. 

The Green Shoe Mfg. Co. will con- 
tinue to make its well-known juvenile 
line of welts under the names Mo-deb, 
Mod-edge and Greenflex in addition to 
the new Arch-Preserver line, formerly 
made by The Selby Shoe Co., of Cin- 
cinnati, who continue to make the 
women’s Arch-Preserver line. 

The new Junior Arch Preserver line 
is now available, many staple patterns 
already in stock under the Green Shoe 
Company’s rapid in-stock service plan, 
in addition to the company’s regular 
line of juvenile footwear. 

Both lines are being carried by its 
sales force headed by Sam Slosberg, Bill 
Tharp, Tom LaLonde, Tim Murphy, 
Dave Aronson, Martin Landay, Vernon 
Dickson, Max Schwartz, George Gill 
and Ed Hessler. 


W. L. Ware Opens 


ATLANTA, GA.—The new shoe depart- 
ment of Daniell Brothers, 48 Broad 
street, was opened on November 21. 
The department, which is owned and 
leased from Daniell Brothers by W. 
Lloyd Ware, well-known Atlanta shoe 
man, extends across the entire rear of 
the store, and is equipped with the lat- 
est fixtures and equipment. The de- 
partment will feature Smith Smart 
Shoes, being the exclusive agent in 
Atlanta for this make: In addition 
there will be a secondary line of Daniell 
Brothers shoes, made especially for the 
department. Two prices will be fea- 
tured, namely, $7.50 and $3.60 shoes, 
and a wide range of styles will be car- 
ried. 


Create New Welt 


BrockTtoN—Creating a new finishing 
welt with five novel features, Albert L. 
Howard and James Christie have been 
notified from Washington of its ac- 
ceptance and patent rights which the 
inventors have assigned to the Hamil- 
ton-Wade Company of this city. 


Young Shoe Co. Expanding 


BrocktoN—Forced by increased 
production to seek larger factory space, 
the Young Shoe Company, manufactur- 
ers of stitchdon footwear, have obtained 
new and enlarged factory space, leas- 
ing a floor in the former D. W. Field 


factory. 
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Would you like to receive a copy? 
Write to The American Weekly, 
959 Eighth Ave., New York City. 


MAKE MORE. 


ANY of the biggest companies ad- 
vertise in THE AMERICAN WEEKLY 
because it carries their selling messages 
to the greatest audience of consumers 
in the world. 
Display their goods on your counters 
and in your windows. It pays! 
THe AMERICAN WEEKLY Sells their 
wares, the goods you stock, because its 








mh Cems | 
Nei a” 


SALES 


as Sh 





5,581,137 circulation is so far-reaching 
that it goes right into one out of every 
five homes in the United States and 
produces the business. 

Feature the products advertised in 
THE AMERICAN WEEKLY, and make its 
readers your customers. Many of them 
live in your own community and have 
money to spend in your store. 





What is The American Weekly? 


The American Weekly is the largest magazine in the world. It is distributed through 
17 great Sunday Newspapers. In 558 of America’s 995 towns and cities of 10,000 
population and over, The American Weekly concentrates 70% of its circulation. 


In each of 136 cities, it reaches one out of every two families 
In 105 more cities, 40 to 50% of the families 
In an additional 153 cities, 30 to 40% 


In another 164 cities, 20 to 30% 


... and, in addition, more than 1,750,000 families in thousands of other communities, 
large and small, regularly buy and read The American Weekly. 
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(ov) In the Manufacture of 
| TENNIS FOOTWEAR 


makes all other types 


OLD FASHIONED - OUT-OF-DATE +« PREHISTORIC 














... to be Vigorously Advertised Nationally 
to Consumers beginning March 26, 1933 
— amazing new tennis shoe achievement that will absolutely sweep all other 

types into the dust-bin! The ONLY genuine leather tennis insole made by a se- 


cret tanning process, perfected by Endicott-Johnson Corporation, and stitched 
into the shoe by a patented construction impossible to imitate. 


The STANDON patented insole prevents perspiration and excess odors; makes shoes 
cooler, holds shape better, wears longer, molds readily to form of foot; prevents 
burning of feet; can not shift, curl up, or get lumpy, because it’s stitched into position. 


Millions of consumers, through a vigorous advertising campaign starting March 26, 
1933, will be told of this great advancement in tennis shoe construction. Complete 
details will be sent dealers gratis so that they may tie their own stores right into 
this nation-wide publicity. 


In 1933 you can’t sell Prehistoric Tennis Shoes because 
Nothing takes the place of Good Leather—for Insoles! 


JOHNSON. 
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Exhibitors at N. S. 


Upwards of Two Hundred Manufacturers Have 
Already Made Arrangements for Display Rooms 


ths National Shoe Retailer's 
Association has released for publication a list of up- 
wards of two hundred manufacturers who, as of No- 
vember 10, had made arrangements for displaying 
their lines at the Palmer House, January 8, 9, 10, 11, 
1933. 

The list shows over ninety New England firms 
who will display, while there is an exceedingly good 
representation of Western factories, notably those 
located in Milwaukee and elsewhere throughout Wis- 
consin. 

It is noted that the St. Louis market is strongly 
represented, practically all divisions and branches of 
the International Shoe Company and the exclusive 
specialty factories being represented 

It is understood that the “New England Shoemen’s 
Special Train” will again be operated out of Boston 
for the convenience of the New England trade, leav- 
ing Saturday, January 7, via Boston and Albany 
Railroad and New York Central system. 

The trade in and around New York and Brooklyn 


is expected to go to-Chicago in a special section of the 
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R. A. Convention 


20th Century via New York Central Railroad, while 
St. Louis undoubtedly will have a special train to 
Chicago for the accommodation of members of the 
trade from that city. 


The roster of convention exhibitors is as follows: 


Rea TIE Ge iia.e: 5 o5:605cs oc acces Hs Clarksville, Tenn. 
Allen, Edmonds Shoe Corp. ............see00. Belgium, Wis. 
Altman Brothers Cincinnati, Ohio 
PRINS EE REO, oo ooo 6.0.5 0'e5!0:0 5008 009 6% Brooklyn, N. Y. 
American Shoemaking Boston, Mass. 
Asmespury ne G0., INC. 6.666 oc cc csccccees Amesbury, Mass. 
je OS er ene eee ae Rochester, N. H. 
ATU TOE, TE GO. once isicccceccs North Abington, Mass. 
pO or ee eee E. Boston, Mass. 
PROG OO INC) sis an. os veces vce tocesc Keene, N. H. 
PURO I GI, cio. 5 ccc cccccsccecons Boston, Mass. 
PM ETI oo ooo os 06eb sven dvvcdenedeeseedee Avon, Mass. 
Mamnrntt Wi One GO. ais os o.ssinsisscecae serene Boston, Mass. 
DOME IG A IOEy hice 6a voc ecscescckesced Boston, Mass. 
Barr-Bloomfield Shoe Mfg. Co. .............0.. Lynn, Mass. 
Bates Shoe Co. . Webster, Mass. 
Becker Bros. Shoe Co. ....... os Giese 6 se Raymond, N. H. 
Belleville Shoe Mfg. Co. ..........cccccccces Belleville, Ill. 
C, W, memes Site Ge... osc ccccssccs Fitchburg, Mass. 
Bleecker Shoe Co., Inc. New York, N. Y. 
ge TO TD epi ae bo sins ngs conch oc ddes Boston, Mass. 
Blue Ribbon Shoemakers, Inc. ............... St. Louis, Mo. 


[TURN TO PAGE 54 PLEASE] 
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SETTING GOING N33 ME ING TO CET phospERITY 


N.S.RoA CONVENTION IN HICAGO JAN 9.10. 11, 1932 


Our slogan in 1933 will be 
one word= 


























It’s a great idea .. . adopting a slogan of that type _ation pertaining to all the phases of your business ... 
. .. but in order to fight, an organization must have _—your stocks ... your advertising... your window dis- 
ammunition with which to fight. The most formidable _ plays ... and even the financing of your business... 
type of ammunition that a business man can use in which in these days is not a minor factor. 
fighting for success is... INTELLIGENCE! That 
means a comprehensive knowledge of your business... 
of what you sell... how to sell it... where to sell it. 


Every shoe merchant or buyer, no matter how large 
or how small, should send one or more representatives 
to the N.S.R.A. convention in Chicago, which promises 

The N.S. R.A. Convention in Chicago in January __ tobe the greatest ever organized from the standpoint 
will provide the fundamentals for SUCCESSFUL of disseminating useful and intelligent information to 
FIGHTING...here you will secure intelligent inform- —_ those who convene there in January. 





securing special certificatefromrailroad | NATIONAL SHOE RETAILERS ASSN. 
agent when purchasing transportation. | 8 South Michigan Avenue, Chicago, Illinois 


ALL RETAILERS INVITED! 


22“ ANNUAL CONVENTION 


Special reduction in railroad rates by | For all hotel and display space reservations apply to 


NATIONAL SHOE RETAILERS ASSOCIATION 














When writing advertisers please mention Boot and Shoe Recorder 








PREPARE FOR THE 
GROWING DEMAND 


KANGAROO 


FOOTWEAR 











MUNSON LAST 





Style No. 1360-S 
GENUINE BLACK 
KANGAROO 


Sizes 14 Iron Bottom 


Riveted Steel Shank 





Write for Catalog 





CONNOLLY 


SHOE CO. 
STILLWATER, MINN. 











ON TO CHICAGO 


Exhibitors at N.S.R.A. Convention 


[CoNTINUED FROM PAGE 52] 


The Boot & Shoe Recorder ........... New York City, N. Y. 
Walter Booth Shoe Co. ......0scccccscoce Milwaukee, Wis. 
BOyG- WEG SHOE CO, cece cc cccecscccsseveoes St. Louis, Mo. 
The Braintree Shoe Co. ...............S0. Braintree, Mass. 
Se errs ieee Boston, Mass. 
DE I Ce LG so ioc e ew elldes eb eared Portland, Me. 
eS | ery St. Louis, Mo. 
SS EEOC RTS. Boston, Mass. 
Capital SIDSMAKETS, INC. ......06000s0cccceses St. Louis, Mo. 
Geo F. Carleton & Co., Inc. .............008 Haverhill, Mass. 
RE NEINE TION, Aa 55.510 ° dd 0's 0 6 2.0:0'0is vows SE Carlisle, Pa. 
ee Ee ee nr Carthage, Mo. 
TET DRN6i5 s ios 6 5 -6s% 4.9 01640 od 50k ae Boston, Mass. 
EUMNE EIEEE MAD. 60 on 0s.s.a'ssc0cisnsesecsete Cincinnati, Ohio 
te OO OND iis senaliwsv wis anwecenaneed Auburn, Maine 
BE EE 6 ee ee ree Boston, Mass. 
Oe OE 6 Se ee ee Haverhill, Mass. 
Colella & Leighton Shoe Co., Inc. .............. Lynn, Mass. 
Cole, Rood, Haan & McGregor Co. ............ Chicago, II. 
EY Oo ee ere New York City, N. Y. 
Commonwealth Shoe & Leather Co. ......... Whitman, Mass. 
Compo Shoe Machinery Corp. ................ Boston, Mass. 
J. M. Connell Shoe Co., Inc. ............ S. Braintree, Mass. 
CRITE, (04 o's i's ip sig ba 0 Wad 6 006 beN Brockton, Mass. 


Consolidated National Shoe Corp. ............. Boston, Mass. 
Roth Shoe Mfg. Co., Branch of Consolidated Shoe Corp., 
" Cincinnati, Ohio 
Sam B. Wolf Sons Co., Branch of Consolidated Shoe Corp., 
Cincinnati, Ohio 


Corbin, Holmes Shoe Co. .......cecccscevecs Hudson, Mass. 
CUOMORIENETS AUG: 0 35 0:0:050 0 en0eecves New York City, N. Y. 


ED itis victrvrdicntapemsnmmdesll Manchester, N..H. 
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a oo sos coos sins owen co onees Keene, N. H. 
BT Be Marlboro, Mass. 
Curtis-Stephens-Embry Co. .............eeeee0 Reading, Pa. 
DPM ROD. CO. ooo oc So Siwra cece ves eeee Boston, Mass. 
Deauville-Palatine Corp. ............. New York City, N. Y. 
Devine & Yungel Shoe Mfg. Co. ........... Harrisburg, Pa. 
Dinmond Shoe Co. ...ccccc cs ceeett es New York City, N. Y. 
OS Se ee ere ae Brockton, Mass. 
By OS ee & a Portsmouth, Ohio 
‘The Dumper Patter Co. ........60668.ccce Brockton, Mass. 
pe a 0 Auburn, N. Y. 
Doperaty Ge BCG FNC os cares Slike eo aie leek Auburn, N. Y. 
LED CRE MMN TUNG, <00i5lo 6 Bid a:a. is Sate voce dus bez Auburn, Maine 
IE NE ys 66 sio 0 csv ko cues eeee eater Ephrata, Pa. 
ip PNRM 656 as 0e4:6'0's5'6 3 6s. + ah New York City, N. Y. 
B. D. Eisendrath Tanning Co. ................. Racine, Wis. 
A, Bree comee Co. 2... ccc lesccccses Haverhill, Mass. 
Empire Specialty Footwear Co. ............. Endicott, N. Y. 
pg ES ES NES Cr rere Ephrata, Pa. 
RE ENE oa g0.630:6-0 asso sos v0 eto ns ean Exeter, N. H. 
Me MINN OO EO. ono se nwa beccien wen Columbus, Ohio 
SP Re SOE 6 ee eee Raymond, N. H. 
édertieems Shoe Co. oes. ce ccceccveess Cincinnati, Ohio 
I ENG. 6.0 b.s'6 cs bce i sulsetacaneeeees Reading, Pa. 
MUR IOIS 6 6 o.4.4)6.550'6. 8:05 ¢.0-s [0:00 s pmatoweeRte Boston, Mass. 
Dme Piseam: S00 Co, 5.56 c cs co sccskaweves Chicago, Ill. 
ROMERO OOD. ao 5 oii shes 250s si oe sts eae Beloit, Wis. 
Friedman-Shelby Shoe Co. ................. St. Louis, Mo. 
OR ALO oe a mae Manchester, N. H. 
ye TR eS or an ere eae Thiensville, Wis. 
ie as IONE NS «66 6. oro ae. vin Sb» Hes SORTS Columbus, Ohio 
NPC ELON SHBUNDS u'<-0-0:0.o'0.4'0':6-0 sed os's cece Haverhill, Mass. 
Ds: CCID MIS 05 sos esos cde aciyoe'clecneied Boston, Mass. 
EE re one New York, N. Y. 
Gotham Shoe Mfg. Co., Inc. .............. Binghamton, N. Y. 
Great Northern Shoe Co. ................ Manchester, N. H. 
SOON UEE CAE 6.5560 bois Vee as naeveeer Boston, Mass. 
RRR CP MORIECGCO, 6.00.05. ss ccveucdeve ves cweee’ Lynn, Mass. 
NO MIE ED... 60-6 g:aieiele sie acide she. UY 0.0 s0.0leeeals Chicago, Iil. 
Hagerstown Shoe & Legging Co. .......... Hagerstown, Md. 
RMTIBONID CIEE. 0 63. 0s 010.656 0:0 do 0.b.010 cing Haverhill, Mass. 
WEEE FEED, 5 i6's.5.5. 0 occ wenn coteapene Haverhill, Mass. 
UT RIED aio. 56. 65s sac ssoie ss view aba ,. Boston, Mass. 
PEE, BEET CHOU 6.0 occ ais deeded oe-c ce’ puis Boston, Mass. 
gag SE ra ee Rochester, N. Y. 
WIGETAE SOO DMIE, CO. ios accccaadesecon Milwaukee, Wis. 
Mr. Marcus A. Heyman ............. New York City, N. Y. 
Heywood Boot & Shoe Co. ............... Worcester, Mass. 
BEN NE I A, inc os cas sen secets castes Saco, Maine 
Hoge-Montgomery Co. ............cc cee eees Frankfort, Ky. 
SECM IDIOD. | c's ool. 059 oa vaccpnee one nes Holland, Mich. 
SU OS 6 Cone errr Littleton, N. H. 
TROHUES* TOURIMIE OO oii ec cicecsacuanee Lewiston, Maine 
Fieruert tarts S000 COs .6 oe ccscvccssseces Haverhill, Mass. 
pe Pe OES Te SONY Cee nA: Rochester, N. H. 
Huth & James Shoe Mfg. Co.............. Milwaukee, Wis. 
FO ee err Cambridge, Mass. 
MER) SNE EO, 0. 6'i ew ce be rev sacn ying Milwaukee, Wis. 
DENG TEIOIAEOs. Fico e o.0leia eale bec ehiewie nies Staaten Chicago, II. 
International Shoe Co. .............0006: Manchester, N. H. 
RUMOR IIE NCOs & 66:6. 6530: 6:6:0:6.0 4 0b esis Manchester, N. H. 
PRINS RE MEMEO. 56 5 56's s'sclaic dg oie oars Milwaukee, Wis. 
SORMRTE POUOCINGOs 1 oo 56.655 ive detyestiiens Nashville, Tenn. 
TORO TIEOE: eNO CO. 6 6. «60:5: 05.5080 6 0 isa St. Louis, Mo. 
Johnson, Stephens & Shinkle Shoe Co......... St. Louis, Mo. 
TRC UNI COMIN 66.5: 6 cil shoin ois’ awe 6 ses BOE Aurora, Mo. 
Kane, Benhame & Kraus, Inc...............-- St. Louis, Mo. 
ee, ie AR)" OM: SE na eee a PO Se Brockton, Mass. 
MOEIETY OGO IOS. oi 682k oe i cece ee ed Kennebunk, Maine 
Keystone Shper Co., Int... 0 scccesssece Philadelphia, Pa. 
MONET EOE EN 05s 6b 600s beeen cee veuee Haverhill, Mass. 
WROUUN UIE EEO, UG isa bela slid tb eese ce Spencer, Mass 
AD | ORS So! Pree apy CaP Ward Hill, Mass. 
ene pre Co, Tits 52 bs LS Auburn, Maine. 
Ne OL Te Philadelphia, Pa. 
SEINE ICO, o0-00:500scenccssscvesueed Boston, Mass. 
EDS 0365: 0.5. 08'e o'0'0 50-0 0:65 0.09 eee Nashua, N. H. 
Leelee Binge Looe ik as occas cag eh aie SS Rochester, N. H. 
Jerry & Herbert Lehman, Inc.......... New York City, N. Y. 
AMMMEONG NOE CO. oo ic. cbc cccsdoccnsces Farmington, N. H. 
Pe LUNG, obo. nic he oss bys co ONC REE Boston, Mass. 
Lave Welte Sans. Goins spin cadcwid vacesdews Chicago, IIl, 
Lima Cord Sole & Heel Co.................. Lima, Ohio. 
E.. C. -Esvimagston, Tle. sic oe oes Se ic uee New Oxford, Pa. 
Le V.. Sette CE SONS CGe os oe cit cdoeecs des Cincinnati, Ohio 
Miaswiatt: SMOG GO sss 0 ssissen dese saad 00s cows Boston, Mass 
J. PRO OE OU CA bodice ccs ccccnasaticsecs St. Louis, Mo. 


Fred A. Mayer Shoe Co. ...........eee00- Milwaukee, Wis. 


















Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 3, 1932 


BE Gre MRCMNONN Nh ore essscieisic Sclesics te ea be we nneet 


The Chas. Meis Shoe Mfg. Co. ............ Cincinnati, Ohio 
Merrimack Shoe Mfg. Co. .............2000. Lowell, Mass. 
Metropolitan Shoe Co. ................ Manchester, N. H. 
Sea MOON Cons os 6 cea viclce cacactives Brooklyn, N. Y. 
Maver B06. SHOE COs oo. is ccc cine cece viens Brooklyn, N. Y. 
Milehen Shoe Co., Inc. 2... cccccccsscgecs Lawrence, Mass. 
IOEG SOE COG eg ccc vier ee estr gece ceeee Milford, Mass. 
MEMO IO Oasis 6.5.5.5, vics o rebe ea wedeseces St. Louis, Mo. 
I. Miller & Sons, Inc. ............. Long Island City, N. Y. 
Moulton-Bartley, Inc. ...............e eee eee St. Louis, Mo. 
Moan, Cite me COn 6 oo. ck ccc teacsaciedes St. Louis, Mo. 
Municipal Shoe Co., Inc. ................. Brooklyn, N. Y. 
The Muskin Shoe Co. .............eeeeeeee Baltimore, Md. 
Natural_Bridge Shoemakers .............. Lynchburg, Va. 
Nelson Weiner Shoe Co.................. Hallowell, Maine 
WUORWAM SRE C CO pce cence ence gsec sees sens Norway, Maine 
Nunn-Bush & Weldon Shoe Co............ Milwaukee, Wis. 
Osgood Shoe Mfg. Co., Inc................ Methuen, Mass. 
WE A Pate CO occ ivecvcccscveseee ye Brockton, Mass. 
Paramount Shoe Mfg. Co. ..............005 St. Louis, Mo. 
OG Cleo ook oc civgenccveceeeess Worchester, Mass. 
Pedigo-Lake Shoe Co............. cece eee St. Louis, Mo. 
ERATE SNRs oicie sisieisie one siseedesicces St. Louis, Mo. 
OROR ET SI OO a cc ocike ccc heccetceecvscceen St. Louis, Mo. 


I IO Cons ooo sg sin eisige Sec encnnse esse Boston, Mass. 
DUG OBOE oi sicececvsccesecnsevennene Brooklyn, N. Y. 
PIA Ee COG 6 accesses esac dias came eeeodee Cincinnati, Ohio 
Ponting Shoe Mig. Co.........ccccccccesinccece Pontiac, Ill. 
PSISCIIA SHOE GO) coos cic ceccecssncnees Somersworth, N. H. 
Progressive Shoe Co...............cccceeeees Derry, N. H. 
Brospact: S06 CO, Wess oo6c sss ce cece ccseves Boston, Mass. 
Queen Quality Shoe Co..................048- St. Louis, Mo. 
Racine Shoe Mfg. Co..............0c eee eeees Racine, Wis. 
ee OR OO ies c ccc tccccccasuraoens Rochester, N. Y. 
Reisman, Glass, Fitzgerald Co................ Boston, Mass. 
Rice-O’Neill Shoe Co................ce ee eeee St. Louis, Mo. 
"Vie. Nicniamd SHOE CO)... 6. ccccccccccsce Nashville, Tenn. 
Rick=VOgel SHEE. COs ooo sccccccnnsewccrscens Hartford, Wis. 
Roberts, Johnson & Rand Shoe Co............ St. Louis, Mo. 
Rogers Bros. Shoe Co................000: Boston, Mass. 
Rubin Bros. Footwear.............. Long Island City, N. Y. 
BA le on ogo bcs isc cece ceirerecewe Salisbury, Mass. 
Samieis GROG Osc. ccc. cviccecwcceessecces St. Louis, Mo. 
Sam RORS CO 6 5 ocs Sic sikccae cb ue enecceues Boston, Mass. 
Selidenicle Shoe Cos. coc iiciciccicccccnvecesioes Boston, Mass. 
MOE MRMAA TENS 65615 S50: 656 aio 0.0 10: 6. SiS HK Tio eos SOB Boston, Mass. 
Sherwood SHEE Co. .kccccccvscccdeceseces Rochester, N. Y. 
REI CE AU © Og BENS os oar! 6 aicsiy0's te eiere- vie on cores Auburn, N. Y. 
Shoe & Leather Reporter ................0005 Boston, Mass. 
Si-En-Tiffick Shoes, Inc................04- Columbus, Ohio 
EE ONO. CO ooo aeceeie 6 cine. ki enere nese Boston, Mass. 
one witiate, SHOG GO... 6665655 coc ete necees Milwaukee, Wis. 
Woe. Sirti SHG Coe oa. g sc ccc coc cc cee ecsecsose Chicago, III. 
Sterling Shoe Co. ...................:..-Haverhill, Mass. 
St. Louis Novelty Shoe Co...............0.. St. Louis, Mo. 
Stone-Tarlow Co., Inc...............20000. Brockton, Mass. 
Stvatlord: Shoe’ €6.. cn. csc caclcescscnvees Boston, Mass. 
EMER SIRE CO, a oieicneiace ns brain's SEsle se sae Owreeien Lynn, Mass. 
The P. Sullivan Shoe Co.................. Cincinnati, Ohio 
Sevcle Shige Co, Fie... ccc cece nccecececes Lynn, Mass. 
eS Be, Baulae Coste occck cx iNiccct cece vincnee Brockton, Mass. 
Thompson Bros. Shoe Co..............00.. Brockton, Mass. 
The Martin Tickelis Shoe Co............. Haverhill, Mass. 
WANES GHOSE CO ioc: 0500 joc so 6d aes New York City, N. Y. 
Seymour Tray G Goi... osiicc cc cccccecciene Brooklyn, N. Y. 
Rite: BSG LiCl are. c/6 0:0: 6/50 0 5 «6.0 sib diocas ooKe Binghamton, N. Y. 
Tweedie Footwear Corp. .............45 Jefferson City, Mo. 
Witte LOR Cine cession cacsvesswescowceoe Boston, Mass. 
United Shoe Machinery Corp................. Boston, Mass. 
Waited) Shoe Be: Cais c ccc Secs cine vee ccwcws St. Louis, Mo. 
United States Shoe Corp...............005- Cincinnati, Ohio 
Unity Shoemakers, Inc.................0000e: Boston, Mass. 
"Walley SHOG COGN ccc 6ci.c0 cube cuwncdevccwele St. Louis, Mo. 
WARD ONE OO 5 654.0 wecncece ede cecennsees St. Louis, Mo. 
WW MMART ORB ooo <5. 5.5.6.6 sic vcorwial dwn nasiowe Portsmouth, Ohio 
Walden: & Petry; Ine... o...6 ccc cc cccseecces Lynn, Mass. 
Wall, Streeter Shoe Co................ North Adams, Mass. 
RRA WUEERD og sole dale oa ANAS Wika: dra; oo igo 3 aoe Boston, Mass. 
Watertown Shoe Co................0 eee Watertown, Wis. 
Ge Vig WV ARO GOio easy 5056.0 biSnc neice ons Gorsislaccisss Lowell, Mass. 
Weissman-Sass Shoe Co...............000% Brooklyn, N. Y. 
Wellesley Shoe Co............ccceeeeees Framingham, Mass. 
Wellington Shoe Co., Inc............ New York City, N. Y. 
Weyenberg, Shoe Mfg. Co................. Milwaukee, Wis. 
Wiley-Bickford-Sweet Co. ............... Worcester, Mass. 


Wolff-Tober Shoe Mfg. Co................. St. Louis, Mo. 








REG, U.S. PAT. OFF. 


Exclusively manufactured in America 
by The Zapon Company, this water- 
proof chamois-soft material is avail- 


able in a variety of colors and patterns. 






















































in quality, style, dur- 
ability and modern- 
ity of patterns, 


ZAPON 


FOR SLIPPER UPPERS 


is the acknowledged 
leader wherever fine 
slippers are sold. 
Zapon Uppers have 
attributes which 
compel attention, 
insure popularity 
and guarantee sales. 





THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


STAMFORD 


a 


a 


« CONNECTICUT 
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DON’T 


worry any longer 


about COMPETITION by LOW-PRICED shoes! 


The bugaboo of lower, lower, lower competitive 
prices is eliminated by Cinderella Shoes. Cin- 
derellas have no competition. They are priced 
at a level low enough to appeal to all women— 
styled to a level far above their price—made in a 
manner not surpassed in many lines retailing 
much higher—and branded with a name that 
sticks in the mind of the wearer. 


You, and you alone, can carry Cinderellas in 
your community under our franchise plan. 


Cinderella Shoes quickly establish a lasting rep- 
utation for worth and desirable smartness. They 
have a selling speed which makes necessary an 
in-stock service of 20 thousand pairs at the fac- 
25 STYLES tory. They are available in all fitting widths and SOLD ONLY 
IN STOCK sizes—AAAA to C—I to 9. TO ONE 
Investigate this outstanding profit opportunity 
AAAA to C at once. Write today to RETAILER _ 
1 to 9 . IN A COMMUNITY 


CINDERELLA SHOE CO. 


Auburn, Maine 








When writing advertisers please mention Boot and Shoe Recorder 








AND SHOE 
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combining THE 





NATIONAL NEWS 


>» HOW’S BUSINESS < 








Hides Down 


New YorK— Values on the New 
York Hide Exchange reflected a down- 
ward tendency throughout the greater 
part of the week ended November 18, 
and at the close registered net losses of 
from 30 to 65 points from the previous 
week’s levels. The spot market was 
without feature, trading being of a 
limited nature. 

At the close of the week a statistical 
review was released by the New York 
Hide Exchange covering the hide and 
leather situation. According to the 
computed figures shown in the review, 
the movement into sight of cattle hides 
during the first nine months of this 
year was 12 per cent lower than the 
same period last year, while raw stocks 
of hides in all hands at the end of last 
September were slightly higher than a 
year ago, a steady reduction is reflected 
since the early part of this year. The 
raw stocks at the end of September 
this year amounted to 4,171,000 hides 
compared with 4,463,000 hides at the 
end of January and 4,024,000 hides at 
the end of September, 1931. 

Shoe production continued on a large 
scale during October, according to the 
latest estimates received by the Hide 
Exchange, which places the output for 
that month at 29,400,000 phirs, an in- 
crease of approximately 16 per cent 
over the corresponding month last year. 





Decrease in Shoe Imports 


WASHINGTON, D. C.—In a report is- 
sued by the Department of Commerce, 
Shoe and Leather Manufacturers Di- 
vision by Arthur B. Butman, chief, 
states: 

“The United States during October, 
1932, imported 45,494 pairs of leather 
boots and shoes valued at $83,515; 3001 
pairs of leather slippers and moccasins 
valued at $1,333; and 264,496 pairs of 
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footwear with fabric uppers valued at 
$22,763, as compared with September 
imports of 70,774 pairs of boots and 
shoes valued at $109,327; 3914 pairs of 
slippers and moccasins valued at $1,053, 
and 444,102 pairs of footwear with 
fabric uppers valued at $48,672. 

“The first ten months of the current 
year the United States imported 1,300,- 
621 pairs of leather boots and shoes 
value at $1,924,117 of which quantity 
83.4 per cent (1,084,143 pairs) was for 
women and misses; 11.6 per cent (151,- 
817 pairs) for men and boys, and 5 
per cent (65,161 pairs) for children. 

“Imports of similar footwear during 
the corresponding periods of 1929, 1930, 
and 1931 totaled 4,856,668; 3,521,215, 
and 3,157,389 pairs respectively. Im- 
ports of leather shoes for women and 
misses have declined steadily from 
4,288,836 pairs during the first ten 
months of 1929 to 3,128,235 pairs dur- 
ing the corresponding period of 1930 
and 2,950,357 pairs in 1931 to the pres- 
ent lower level of 1,084,143 pairs. A 
similar decline in the imports of boots 
and shoes for men and boys prevailed 
from 366,379 pairs in 1929 to 122,249 
pairs in 1930 with an upturn in 1932 
to 151,317 pairs. 








Baltimore Featuring Slippers 


BALTIMORE, MD.—Shoe shops, department 
stores and specialty shops in Baltimore, Md., 
have launched their annual drive on sales of 
slippers for the holiday trade. Some of the 
establishments have already opened “slipper 
lands” while others plan to do so early in 
December. Mules, Dorsays, everetts, juliets 
and all the other well-known lines of slippers 
are being offered at such attractive prices that 
early buying is certain to be stimulated. Shoe 
merchants, shoe buyers and managers of shoe 
departments, here, are optimistic about the 
holiday slipper trade and at the prevailing 
prices slippers are expected to sell in good 
numbers. While a volume as large as in former 
years is not anticipated, still a volume of 
Christmas business that will be comparable is 
expected by merchants here. 
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EVERY WEEK 





German Foreign Trade Declines 


BERLIN — German foreign trade in 
leather footwear showed a decline of 
almost 50 per cent in imports in Sep- 
tember, 1932, compared with the same 
month of the previous year. At the 
same time the imports showed an ad- 
vance of almost 70 per cent as against 
the previous month. Total imports in 
September of the current year amounted 
to 20,303 pairs compared with 12,014 
pairs in the previous month, and 39,184 
pairs in September 1931. Exports fell 
off more than 75 per cent as against the 
previous year, but increased more than 
50 per cent as against the previous 
month. Total exports amounted to 89,- 
075 pairs in September 1932 compared 
with 55,946 pairs in the previous month, 
and 394,264 pairs in September 1931. 
The value of the imports in September 
amounted to 180,000 marks, and that of 
exports to 648,000 marks. 





Shank Business Better 


SAVANNAH, GA—W. W. Stoddard, 
manager of the Savannah plant of the 
United Shank and Findings Company, 
reports that he has been turning out 
shoe shanks at the rate of approxi- 
mately 1,000,000 a day for several 
months. Sixty laborers are now em- 
ployed by the plant, on a 59-hour a 
week basis, and more are to be em- 
ployed if business continues to improve. 
The plant has been operated at about 
50 per cent capacity. 





To Resume Manufacturing 


BrockTtoN—Definite plans for the 
making of a low priced men’s welt shoe 
have been announced by Walter P. 
Field, formerly identified with the firm 
of Field Bros. Shoe Co., at East Bridge- 
water. Mr. Field will soon open his 
new factory in the former D. W. Field 
factory. He will start producing thirty 
dozen daily on the new line to retail at 
$2.00 and $2.50 a pair. 
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Tries to Bar Shine Girls 


TORONTO, CANADA—Power to prohibit 
girls and women being employed as shoe 
shiners in this city will be sought from 
the Ontario Legislature by the Toronto 
City Council. The city fathers are tak- 
ing this stand despite objections that it 
is not such extraordinary unpleasant 
work and that the girls themselves ap- 
pear satisfied with their jobs of shining 
shoes in boot and shoe stores. 


Adds Children's Shoes 


CANTON, O.—Halle Bros. Co., wom- 
en’s department store here, has 
opened a new children’s shoe depart- 
ment, which will feature the Buster 
Brown line of juvenile footwear. The 
new department will be maintained in 
connection with the women’s footwear 
department, on the main floor. The ap- 
pointments and furnishings are novel 
and have an appeal for the kiddies. 


To Make Dr. Locke Shoes for Men 


CoLumBuUs, OHIO—The Lockwedge 
Corporation of America, recently or- 
ganized with headquarters in the Beggs 
Bldg., Columbus, announced Nov. 18 
that it has closed a contract with the 
Fields & Flint Co. of Brocton, Mass., 
to manufacture the men’s shoes in the 
orthopedic type, the invention of Dr. 
Locke of Canada. 

The size of the initial order to the 
Fields & Flint Co. is not announced. 

The men’s line will be distributed 
through retailers from the Columbus 
office. 


New Stamford Store 


STAMFORD, CONN. — Perry’s Shoe 
Shop, featuring women’s, children’s and 
growing girls’ footwear, has_ been 
epened at 95 Bedford Street by Crosby 
A. Perry who has been connected with 
shoe retailing in Stamford for about 
six years. The “Modease’” line is fea- 
tured. 


Reed Goes to New Orleans 


New ORLEANS—George Reed recently 
became buyer and manager of the shoe 
department of Rubenstein’s, Canal 
Street. Before coming to New Orleans 
Mr. Reed was associated with the Rora- 
bough Dry Goods Store of Wichita, 
Kansas. 

















Wilton Shoe Co. Incorporates 


WALLA WALLA, WasH.—The Wilton 
Shoe Company was incorporated the 
other day, with capitalization of ten 
thousand dollars. Charles F, Wilton, 
C. E. Bradley and Paul Gregson were 
named as incorporators of this shoe 
business. 





Norman Shoe Co. Incorporates 


AKRON, OHIO— Papers have been 
filed with the secretary of State chart- 
ering the Norman Shoe Co. with a cap- 
ital of 250 shares of no par stock to 
deal in shoes, hosiery and findings. 

Incorporators are Hefman B. Harris, 
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A WINDOW FEATURING GOOD SHOES 











Los Angeles—An unusually attractive display window of quality shoes as shown by the May 
Company. The simplicity of the background, which reflects the quality atmosphere, accentuates 
the high quality of the shoes which were manufactured by Garofalo Brothers of New York. 








Acquires "Dun-Deer" Patents 


St. Louis—The International Shoe 
Co., St. Louis, recently acquired the 
patent rights for the exclusive manu- 








facture and sale of “DUN-DEER” ox- 
fords and sandals. (Patent No. 80039). 
This patent covers a method of attach- 
ing the sole to the upper based on a 
lacing principle as indicated in the 
above _ illustration. The following 
branches of International will distribute 
these shoes: Roberts, Johnson & Rand; 
Peters Shoe Co.; Friedman-Shelby 
| Shoe Co., all of St. Louis. 





Continue Women's 
Line in Brockton 


BrocKkToN—A definite decision to per- 
mit the manufacture of its women’s line 
on the so-called Manchester, N. H., 
wage scale was agreed upon in a con- 
ference last week between local business 
agents of unions involved and Superin- 
tendent Henry S. Rubin, of the Diamond 
Shoe Co. 

Settlement of the labor issue which 
for a time threatened to close the large 
Diamond factory here, will result in 
the continuance of 540 operators daily. 
The factory contemplates a new run to 
begin next week with 2,400 pairs daily. 


Gill Sails for Europe 


WuHITMAN—Francis M. Gill, mer- 
chandise manager of the Regal Shoe 
Co., Whitman, Mass., sailed for Europe 
on the §S. S. President Harding last 





land, Paris and Germany, in the inter- 
ests of his company. After January 1 
he will make his headquarters at New 
York City, where the general offices of 
the Regal Shoe Co. will be located. 





Dr. Scholl Visits Coast 


Cuicaco—Dr. Wm. M. Scholl, presi- 
dent of the Scholl Manufacturing Com- 
pany is on a two-weeks trip to the coast 
calling on important drug store and 
shoe store outlets, combining a bit of 











Ben W. Holup and Helen Lengyel. 





week, where he will visit London, Scot- 


rest and pleasure with business. He 
left Chicago last Wednesday and is 
due back about December 10. 





Haines Host to Boy Scouts 


York, Pa.—Mahlon N. Haines, owner 
and operator of the chain of shoe stores 
which bears his name, recently played 
host to the members of the York and 
Adams County Area council, of the Boy 
Scouts of America, at his estate near 
the city. Mr. Haines has always been 
interested in boys work, and is com- 
modore of sea scouts in the council. Mr. 
Haines at the meeting, in order to stir 
up interest in the sea scout movement 
which he heads offered to furnish sea 
scout uniforms to the first four boys of 
each troop to enroll as sea scouts. 


Wiedder Goes to Buffalo 


BurraLo, N. Y.—Leo Wiedder, for- 
merly manager of the Detroit branch 
of the I. Miller Shoe Co., has been 
transferred to Buffalo as manager of 
the I. Miller leases footwear depart- 
ment in the specialty store of L. L. 
Berger,-Inc. He succeeds Joseph 
Pfeiffer. Mr. Wiedder has been identi- 
fied with the I. Miller footwear chain 
for 12 years and has served in the 
Chicago unit of the chain. For years 
Mr. Wiedder was a lieutenant in the 
29th U.S. Infantry, and for four years 
was stationed in Panama. 
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Omaha Shoemen Meet 


OMAHA, NEBRASKA—The Omaha shoe- 
men held an interesting meeting in the 
Arch Preserver Shoe Store in the 
Barker Building, last Tuesday. This 
was an open meeting, largely attended, 
and the following problems were dis- 
cussed: How do most shoe stores pay? 
Will shoe prices go up or go down? 
When will shoe business be better? 





Consolidating Shops 


STONEHAM, Mass.—Publix Shoe Co. 
are consolidating their Stoneham fac- 
tories, moving certain machinery and 
equipment from their branch factory on 
Franklin St. to their principal factory 
on Main St., and making changes in the 
latter factory. New equipment for the 
adhesive process is being set up. 


Goldenberg's Adding Branches 


BALTIMORE, Mp.—Goldenberg’s, Inc., 
operators of a chain of department 
stores in Baltimore, Md., have opened 
a new branch at 112-120 North Eutaw 
Street. Footwear for men, women and 
children will be carried in this new 
branch as in the other establishments 
operated by this concern. The main 
store is at 601 South Broadway. 
Branch stores are located at 401-407 
North Gay Street and 732 Washington 
Boulevard. Another branch will be 
opened at 5510 Harford Road following 
the construction of a building at an 
estimated cost of $10,000. 


Shoe Departments Unaffected 











BuFFALO, N. Y.—With the purchase 
of the J. L. Hudson Co., by Adam, Mel- 
drum & Anderson Co., the men’s and 
boys’ footwear departments will under- 
go no change in merchandising plans or 
policies, it is stated by Joseph L. Hud- 
son, former president of the J. L. Hud- 
son Co., who becomes general merchan- 
dise manager of the men’s and boys’ 
wear division of the department store. 

O. S. Jermann will continue as buyer 
of men’s shoes. He has been identified 
with the J. L. Hudson Co., for many 
years. Adam, Meldrum & Anderson 
Co., had never previously operated a 
men’s footwear department. Nathan 
Sanders, buyer of boys’ shoes for the 
J. L. Hudson Co., will continue as as- 
sistant buyer under the supervision of 
the buyer for Adam, Meldrum & An- 
derson Co. 





Wyman's Consolidates 


BALTIMORE, Mp.—Wyman’s, one of 
the leading exclusive retail shoe con- 
cerns of Baltimore, Md., will, by the 
end of this year, transfer the business 
of its exclusive men’s shoe shop, 111 
East Baltimore Street, to its main store 
at 19 West Lexington Street, where a 
substantial men’s shoe shop will be 
maintained in the concern’s large four- 











story store. In an announcement re- 
garding the transfer, it was stated that 
“after several years’ trial, it was found 
unnecessary to maintain a separate 
men’s shoe shop so near the main store 
on Lexington Street. The basement or 
downstairs section of the main store is 
devoted to men’s footwear. The con- 
cern carries several well-known brands 
of men’s shoes. 

Wyman’s maintains a junior shop on 
North Avenue at Charles Street. 





Celebrates Anniversary 


HARTFORD, CONN. — Battey’s Shoe 
Store, Inc., 1027 Main Street, observed 
its 23rd anniversary during the week of 
November 20-26. The business was 
founded in 1909 by the late William R. 
Battey on a capital of $500. William 
B. Berry, errand boy and only employe 
at the start, became president of the 
corporation, which had grown: rapidly, 
upon Mr. Battey’s death in 1923. 

The present store, containing 2,400 
square feet of main floor space, was oc- 
cupied in 1917. In 1919 expansion was 
found necessary and the basement was 
opened as a special department, doubling 
the space. The basement is operated 
on self-service. 

The firm celebrated its anniversary 
by giving $2.50 gold pieces to the oldest 
customer, the one coming from the 
greatest distance and to babies born on 
the opening day of the anniversary 
sale. 


Lockwedge Corporation Formed 


CoLumBus, O.—The organization of 
the Lockwedge Corporation of America, 
chartered under Ohio laws and officered 
principally by Canadian capitalists, has 
established offices in suite 218-219 
Beggs Building, Columbus, for the dis- 
tribution of the Lockwedge type of 
orthopedic shoes, to be manufactured 
by the Julian & Kokenge Co., of Colum- 
bus, under a recently announced con- 
tract. N. J. McManus, formerly with 
Johnson, Stephens & Shinkle, of St. 
Louis, is salesmanager of the dis- 
tributing company and the sale of the 
shoes will be made through retailers. 

The initial order secured by the 
Julian & Kokenge Co. calls for 50,000 
pairs of women’s shoes. Lasts and pat- 
terns have been received and production 
will start in earnest about Dec. 1. The 
order, together with the production of 
the regular line of J. & K. and Lape 
Adler shoes, will maintain a high 
schedule of production at the local 
plant during 1932 with about 700 
workers on the payroll. The first order 
for the new line of shoes was received 
from the Park-Brannock Co., of Syra- 
cuse, N. Y. 

The semi-annual sales conference of 
the Julian & Kokenge Co., was held the 
few days following Thanksgiving, with 
traveling salesmen leaving with new 
spring samples in the various lines 
produced by the company. Outlook for 
the spring season is considered very 
bright by company officials. 
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for popular priced eve- 
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No. 4902—White, dyeable 
crinkle Faille, silver kid 
trim. A to C, $1.40. 





No. 4910—White, dyeable 
crinkle Faille, silver kid 
trim. A to C, $1.40. 
No. 4911—As_ above in 
A to C, $1.40. 
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| Terms: 2 per cent—30 days. | 


ROGERS BROS. 
SHOE CO. 
* 59 LINCOLN ST. BOSTON, sisi 
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WHERE TO BUY 
Men’s Shoes 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
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“Tlettleton 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
HB. W. COOK, President 
Syracuse, N. Y. 
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Boston Brevities 


Boston—Stetson says to give Dad 
a pair of shoes, $10 and up, for a 
Christmas gift that he will wear with 
pleasure and long remember. And it’s 
a pretty good idea at that. 

Snow costumes in the stores, bright 
red trousers, jackets a riot of color, and 
ski shoes and skating boots, too—don’t 
they stir up enthusiasm for new colors, 
a change from black, in shoes for every- 
day wear, like new snow starts the boys 
to making snow balls. Almost time for 
the snow train to start to run for high 
snow clad hills! 

Thayer, McNeil, men’s department, 
goes Scotch strong enough to tickle the 
warm heart of Harry Lauder—high- 
land plaid stockings and brogues of 
Scotch grain. Those “socks” Diamond 
Dyes at its best never rivalled the 
colors. 

Filene features bronze, mostly do- 
mestic, and a few Swiss. The bronze 
age has been with this store for years. 
Gentlewomen of Boston, in some num- 
bers, must have their bronze shoes, year 
in and year out, be the hues of the chart 
as they may. Each special display 
usually brings a few more converts to 
bronze. 

“Greys are short—not enough to go 
round”—that’s the report from a pace 
maker. The call for bronze in Boston 
came out of a clear sky, without warn- 
ing. It also did so six years ago. The 
$10 trade was asking for more greys, 
chiefly suedes, than this pace maker 
could supply. Some stores, also short 
of greys, are offering snakes and lizards 
in the greys. 

Vest front pumps, at Slattery’s, have 
vest that rise on the instep, like a 
waistcoat on the chest, and, to com- 
plete the illusion are three shiny but- 
tons, of about the size of a dime, on 
either side of this vest front, shiny 
silver on the blacks and golden hues on 
the browns, like the buttons that men 
once wore on their waistcoats. 

“Knit wear” styles, at C. Crawford 
Hollidge, present Wales and Blucher 
oxfords, these to be worn with knitted 
suits, according to winter’s vogue. 
Some of the shoes are perforated on 
front and sides, to provide for ventila- 
tion when woolen stockings are worn. 

“Caboose rubbers” are high style for 
men of heavy pedal duty, truckmen, 
policemen and so on. 





What's Selling in Chicago 


Cuicaco—“It is astonishing how well 
the demand for suede holds up,” says 
Mr. J. J. Thompson, Chicago manager 
for Hanan & Sons. “The volume of 
business is still being done in this ma- 
terial, mostly in trimmed models. Ties 
are the big sellers, with some demand 
for pumps. There is practically no 
call for straps from the average trade.” 
A strong activity in hosiery, attrac- 








tively boxed and priced for the Christ- 
mas trade is expected, equally in 
volume at least, to that of last year. 
Bags at $2.95 are the volume sellers 
here. Many of these are shown with 
monograms or initials. Calf-skin is the 
strong item, with seals and fabrics also 
in good demand. 

In the Young Modern Section at 
Marshall Field & Company’s, volume 
business is still in suedes, according to 
the report. Plain suedes, however, are 
falling off, the present demand being 
for those with trims in reptile or calf. 

Black lizard and brown alligator (the 
choice of colors here), are becoming 
important as are also kids with reptile 
trims. Ties predominate. 

In evening sandals, crinkle faille, 
combined with satin, is the big seller. 
These are shown in black and white, 
the latter of which are tinted to match 
costumes. Much metal trim forms im- 
portant details on these fabric slippers. 
All metals are also being shown. The 
strongest demand is for open shank 
straps, it is said here. 

For stormy weather over-shoes, 
galoshes in “crystal kid” finish with 
tips and foxings in “reptiles” are the 
important features. These are mostly 
with net linings, there being little de- 
mand for fleece linings with the patrons 
of this section, according to reports. 





Showing Evening Footwear 


Cuicaco—One of the State Street 
windows of Mandel Brothers is offering 
a handsome display of evening slippers 
in the new high styles. They are well 
set off by evening gloves, bags and 
other glamorous accessories. Much of 
the effectiveness is in the arrangement 
of brilliant colors. 

Velvet pumps are shown in many 
evening shades besides black and white. 
They have much metal trims, including 
insets and pipings. White crepe san- 
dals have silver and gold frills. Others 
are in white or black crepe shot with 
silver and with metal trims and heels. 
A combination of the two metals is con- 
siderably used. All metal sandals, both 
gold and silver, and some suedes are 
included in the display. Sandals are 
not so much cut out as they were 
last season. 





New Hosiery Idea 


GRIFFIN, GA.—A new line of scented 
hosiery, to be known as “Lavendar 
Hosiery,” is to be put on the market at 
once by the Dovedown Hosiery Mills, of 
Griffin, Ga. The hosery, following ex- 
tensive tests in department and shoe 
stores, will be faintly scented with 
lavendar, the experiments having 
shown that the public preferred scented 
to unscented stockings, while lavendar 
was the only perfume found to which 
no one expressed a distaste. The boxes 
will be decorated in purple—the color, 
incidentally, of the lavendar flower— 
and all of the direct mail, counter cards 
and window displays are also in laven- 
dar purple. A big sale of the new per- 
fumed hosiery is anticipated. 
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AST ANALYSIS ...-. 


T IS the LAST that makes friendship possible between 

the shoe and the foot. The LAST is more than a block 

of wood. It is the means by which the foot and the shoe 
are brought together in harmony. 


The scientific construction of the CO-ORDINATED LAST 
renders the shoe livable to the foot regardless of its size. 
All CO-ORDINATED LASTS are mechanically graded 
accurately and in proportion, so that the 8E (in women’s) 
has the same appearance in line, toe spring, height of 
heel and general outline as the sample 4B size. 


When a manufacturer has perfected his base model, 
knows it fits the foot and the eye, he can be assured of the 
correct grading of his extremes to look like the model. 


COORDINATED LASTS 
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UNITED LAST COMPANY ¢ BOSTON *¢ MASS. 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 





Full Leather 


Men’s 
a 















. 8 CHASE & SONS, INC., 
W. § VERHILL, MASS. 


ta Steck Men's Full Leather Lined 
Handturned Slippers 






Priced from $1.60 


Kid Pullman Slippers 
colors and Black with 


Snap Pocket Siso 
Lipper Pocket $1.50 





Men’s Hand Turned Slippers 


neemzos jy OPERAS 
LEATHERS $1.45 AND UP 
GOLDEN BROWN IN STOCK 


ROTH SHOE COMPANY 


MANUFACTURERS 
50 N. FOURTH ST. PHILADELPHIA 


Radio-Tyme House Slippers 
Genuine Hand Turned 
le-Stock to Retall 
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Specializes in Men's Wear 


SEATTLE, WasH.—A. A. Littler, ex- 
clusive haberdasher, has created one of 
the newest and most exclusive shoe 
stores as a department of his gentle- 
men’s apparel establishment known as 
“Littler’s,” at 417 Union Street, Seattle, 
in modernistic setting. This new shoe 
department exclusively features in 
Seattle, since it has been appointed as 
Seattle agency, the Johnston and 
Murphy fine shoes for men. Experi- 
enced shoe fitters have been added to 
the Littler staff, where quality is 
stressed to serve customers now being 
outfitted from “head to foot.” Priced 
this season at ten, twelve-fifty and 
thirteen dollars and a half, the Johns- 
ton and Murphy line is given a promi- 
nent section of the Littler store, with 
its ideals of quality and retail service. 





Boyce Yancey Starts 


ATLANTA, GA.—Boyce Yancey has 
opened a Bostonian shoe department in 
the new Dodge Clothing Company store 
at 56 Peachtree Street. The Dodge 
Clothing Company is occupying the old 
Eiseman store, and Mr. Yancey will 
have his department in the location 
that he formerly occupied with the Eise- 
man Company, at the Broad Street en- 
trance to the store. Mr. Yancey will, 
it is understood, take personal charge 
of the new department, while Charley 
Wilkie will resume charge of the Bos- 
tonian shoe department in the Copley 
Establishment. 





Spanagel Opens Men's Store 


CANTON, O. — George G. Spanagel, 
who 21 years ago opened his first 
leather store in Canton under the name 
of the Spanagel Leather Shop, has 
opened a new men’s shoe store at 128 
West Tuscarawas Street. He will be 
assisted by Howard Shaffer, for several 
years identified with shoe merchandis- 
ing here, having for several years been 
manager of the men’s shoe department 
of the former Herbruck-Carey Co. 
men’s store and more recently was with 
the men’s shoe department of the Hig- 
bee Co., in Cleveland. 





"New Customer" Campaign 


BaLTrmorE, Mp.—The Hahn Shoe 
Shops, 37 West Lexington Street and 
545 North Gay Street, Baltimore, Md., 
operated by the Wm. Hahn & Co., have 
launched a “New Customer” campaign, 
which is meeting with success, judging 
from early results. All footwear is of- 
fered at special low prices. Genuine 
lizard and suede “Hahn Specials” are 
offered for $2.88 that were $3.95. “Dy- 
namics,” a well-known Hahn shoe, is 
offered for $4.65 that sells regularly 
for $6. Other priced footwear is of- 
fered at proportionately reduced prices. 
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Urges Shoe Men to Action 


PITTSBURGH, Pa—Shoe retailers 
should join the Pennsylvania Retailers’ 
Association, an organization opposing 
the extension of the one per cent sales 
tax imposed by the state beyond the six- 
month period stipulated, W. E. Morgan, 
of Verner’s, said at a meeting of the 
board of directors of the Pittsburgh 
Shoe Retailers’ Association in the 
Roosevelt Hotel, November 15. 

The matter will be further discussed 
at the next meeting of the Pittsburgh 
Shoe Retailers’ Association. 


Adds Children's Shoes 


East LIVERPOOL, O. — William Er- 
langer Co. department store has added 
a new juvenile shoe department, spe- 
cializing in children’s and misses’ foot- 
wear. The new department is operated 
in connection with the other shoe sec- 
tions of the store and is under the man- 
agement of Sandee Mindlin, who has 
been with the company several years. 
New department will stress popular 
priced footwear including rubber foot- 
wear and house slippers. It is located 
on the mezzanine floor. 


Phillips Sells Store 


LovUISVILLE—George Phillips, owner 
of the Juvenile Arch Preserver Shop, 
1506 Bardstown Road, has sold it to 
C. H. Dungan, and gone into business 
in Indiana. 

Mr. Dungan will operate the store as 
a combination children’s shoe store and 
novelty shop, carrying toys and greeting 
cards. The shoe department is in 
charge of Miss Cary Veach, long popu- 
lar among Louisville people in the shoe 
department of Besten and Langen. 











Selling "Outdoor" Footwear 


SEATTLE, WASH.—The Forester Shoe 
Company, shoe manufacturers, has 
opened a new retail shoe department at 
3402 Wallingford Avenue. In the at- 
tractive new retail shop numerous out- 
door, camping, mountaineering, hiking, 
and lumbering shoes are displayed. 
The company features work oxfords, 
sportsmen’s, engineers’, surveyers’ and 
other outdoor types of hi-cut shoes 
under the slogan “Comfort Inside, 
Wear Outside.” 





Enlarges Shoe Section 


MONTGOMERY, ALA.—An_ enlarged 
shoe department has been opened at 
Nachman and Meertief, ladies ready to 
wear store. The shoe department will 
hereafter be known as the store’s “Slip- 
per Shop.” 





Filed Incorporation Papers 


INDIANAPOLIS, IND.—Officials of the 
Schley Shoe Company, a Massachusetts 
Corporation, have filed papers with the 
secretary of state here. qualifying the 
corporation to do business in Indiana. 
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Finds Interest in Locke 
Shoe Phenomenal 


CoLuMBuUS, OHI0O—The extraordinary 
interest that has developed among shoe 
men in the accomplishments of Dr. 
Locke and his clinic at Williamburg, 
Ont., is reflected in many inquiries re- 
garding the Lockwedge shoes for wom- 
en, the exclusive rights for whose 
manufacture in the United States have 
been granted The Julian & Kokenge 
Co., of Columbus. 





~ 


HERBERT N. LAPE 


“The demand for Lockwedge shoes is 
the most phenomenal thing we have 
ever seen,” says Herbert N. Lape, 
president of Julian & Kokenge. 
“Merchants have wired and written to 
us from all over the United States and 
our chief problem is to get under way 
fast enough to place them. More than 
20,000 pairs of Lockwedge shoes were 
sold from drawings before samples 
were finished.” 

Mr. Lape explained that The Julian 
& Kokenge Co. is the only manu- 
facturer in the United States that will 
have the right to make these shoes for 
women, as designed and endorsed by 
Dr. Locke. 





Block's Expanding 


SEATTLE, WASH.—With the opening 
of Block’s No. 11 Shoe Store, in No- 
vember, at 107 Pike Street, Seattle, 
close to the spot where 9 years ago the 
Block shoe chain of Washington and 
Oregon was born in the Economy 
Market and First and Pike Street, 
Max Block, owner of this chain of shoe 
stores operating in the Pacific North- 
west, announced a number of new shoe 
stores for the state of Washington in 
the near future. 

At the present time subcontractors 
are beautifying the spot on Broadway 





near llth Avenue for early open- 
ing in Tacoma, Wash., of a Block shoe 
store. A large financial outlay is being 
made on the new Block store on Broad- 
way following these remodeling im- 
provements and artistic decorations. 

But plans include the opening of ad- 
ditional Block shoe stores in Belling- 
ham, Everett, Yakima, Olympia, 
Wenatchee, Spokane and Aberdeen, 
Wash. Both Western and Eastern 
Washington will be adequately covered 
by the chain of stores now operating 
with several stores in Seattle and 
Oregon. 





Interesting Christmas Service 


Cuicaco — Galvanizing the “first 
step” shoes of the little child is a serv- 
ice provided by the children’s depart- 
ment at F, E. Foster & Co.’s, according 
to Mr. Paul H. Stegeman, manager of 
the department. This is especially ac- 
tive during the Christmas and other 
holiday seasons, providing intriguing 
gifts for the mother to give the little 
one’s father or grandparents. 

The shoes are treated to a galvaniz- 
ing process in antique bronze, gold or 
silver finish. They are then set into 
bookends or are provided with contain- 
ers so that they can be used as ash- 
trays, pin cups, pin-cushions and other 
accessories for the desk or dressing- 
table. 

In speaking of this service Mr. Stege- 
man pointed out that it is not only 
greatly appreciated by customers, but 
that it helps to identify this store as 
catering to a conservative and high 
class trade which not only enjoys first 
quality merchandise for itself, but 
wants the best that can be provided 
for its children. 





Winslows Carry on 
LyNN, Mass.—Edward M. Winslow 


“and Herbert Winslow are carrying on 


the Benz Kid Co. taking up the duties 
of the late Jocob C. Benz, the notable 
founder of the enterprise. And thereby 
is a bit of a story, along the theme of 
the parable of casting bread upon the 
waters. Twenty-five years or so ago, 
Louis M. Winslow, father of the Wins- 
low brothers, discovered a tanner mak- 
ing leather on a small scale in the 
neighboring town of Saugus, the tan- 
nery being very small, and the leather 
very fine. This tannery had been 
started by Jacob Benz, after he retired 
as superintendent of the tannery of 
Thomas A. Kelley, a notable manufac- 
turer of his time. Mr. Winslow put some 
money into the venture, became a part- 
ner of Mr. Benz, and, a little later, 
moved the business to Lynn. 





Ideal Shoe Co. to Move. 


MILWAUKEE, WIsS.—Negotiations are 
under way between the Ideal Shoe 
Manufacturing Co. and several Wis- 
consin small towns where the Ideal 
plant will be moved after April 1, when 
a lease on the factory now located at 
Sixth and Wright Streets expires. 
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WHERE TO BUY 


Shoe Accessories 








EVER-READY, the Pad 
That Stops the Pinch 
Insist upon Wver-Ready felt skived 
vamp bite pads. Cost no more than 
i} the ordinary. A quality handy skived 


pad that insures results. Do not ac- 
cept substitution or imitation. 


Mfd. by 
Seoul ‘Shoe Findings Mfg. Co. 


327 West Monroe Street Chicago, Ill, 
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WHERE TO BUY 
W ork Shoes 


a ee 


2 MAIN STREET 
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WHERE TO BUY 


Women’s Shoes 





BABRAALAZD 


“The Correct Dodge 


66000664 


for All Occasions’’ 


GENUINE HAND 


TURNS 


No. 80102 


DYEABLE 
WHITE 
MOIRE 


2Ya to 9 @ $2.85 @ 


18/8 Louls Heel. White Lining 
Medium Pointed Toe 


“Dh Bs Pen(e lc 


NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 


69090000 00600606000060086 






sere eeereeeeseres 





‘Cara Ba Shoe 
ey 





Internationally recognized as the acme of 
utility shoes. 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 

















WHERE TO BUY 


Children’s Footwear 


SPORTINBAK 


FLEXIBLE 
ANKLE SUPPORT 
SHOE 


EPHRATA SHOE CO., Inc. 
EPHRATA, PA. 





163 NUMBERS IN STOCK 
Write for New Fall In Stock Catalog. 


' SHOE MFG.CoO. 


MILWAUKEE.WIS. 


LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTORS 











WHERE TO BUY 


Shoe Forms 


| Jarry Forms| 
FOR SHOES AND HOSIERY 
Places moira a 


FAIR YLITE 
Shoe Form Co. Ine., Auburn,N.Y. 





Bernard Kwass Made Buyer 


Eau CLAIRE, Wis.—Bernard Kwass 
has been appointed manager of the 
newly opened shoe department of the 
Samuelson Dry Goods Co. Queen 
Quality shoes are being featured. 


Smart Boot Shop Chartered 


AxrRon, O.—Papers have been filed 
with the secretary of state chartering 
the Smart Boot Shop, Inc., with 2 
capital of 250 shares of no par stock to 
deal in shoes, boots and hosiery. In- 
corporators are H. W. Schwab, G. A. 
Paters and A. F. Arnold. 








OBITUARY 





George F. Taylor 


PITTSBURGH, Pa.—George F. Taylor, 
69, vice-president and director of the 
W. J. Crowley Shoe Company and the 
Newell & Schneider Shoe Company, died 
November 21 in Mercy Hospital. He 
was a member of the Pittsburgh Ath- 
letic Association and Pittsburgh Lodge, 
No. 11, B.P.O.E. He leaves two sons, 
George F. Taylor, Jr., and Robert G. 
Taylor, who will succeed his father in 
the shoe business, a daughter, Margaret 
E. Taylor; a sister, Josie E. Taylor of 
Lorain, Ohio, and a brother, James E. 
Taylor of Tulsa, Okla. 


William Volhard 


CINCINNATI—William Volhard, presi- 
dent of the Eagle Counter and Leather 
Company, Freeman and Hulbert Ave- 
nues and of the Acme Tanning Com- 
pany, Colerain Avenue, died at his home 
2713 Eden Avenue, Mt. Auburn, Satur- 
day, Nov. 19, of a heart attack. 

Volhard was 78 years old. He for- 
merly was associated with the Amer- 
ican Oak Leather Company, Chicago. 
He was the organizer of the companies 
of which he was the head at the time 
of his death. He leaves a son Walter 
W. Volhard, and a brother Henry Vol- 
hard. 


Marion Wilson 


ATLANTA, GA.—Marion Wilson, one 
of the best-known shoe department exec- 
utives in Atlanta, died at his home on 
Friday morning, November 18, follow- 
ing a short illness. He was 72 years 
old. Born in Atlanta, Mr. Wilson was 
educated in the public schools of the 
city. Entering the shoe business, he 
was for many years connected with the 
J.M. High Company’s shoe department, 
and had also worked for other shoe de- 
partments in the city. He was a mem- 
ber of St. Mark’s Methodist Church. 


Joseph Levi 


Om City, Pa.—Joseph Levi, pioneer 
business man of this city and engaged in 
the retail shoe trade here for more than 
60 years, died after a short illness. He 
was the first president of the Oil City 
Chamber of Commerce; and was an of- 
ficer in the Citizens Savings and Loan 
Association and was a member of the 
Odd Fellows for more than 55 years and 
of the Masonic order for 30 years. As 
a philanthropist, he was well known by 
practically every organization function- 
ing in this community 


W. T. Kendrick 


Durant, Miss.—W. T. Kendrick, of 
Jackson, salesman for the J. W. Carter 
Shoe Company of Nashville, Tenn., was 
instantly killed when the car in which 
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he was riding was struck by a train 
near the depot here. His car stopped 
on the tracks as he was crossing, and it 
appeared that the motor had gone dead. 
Kendrick was killed as he attempted to 
get out of the car and was trapped be- 
tween the locomotive and the automo- 
bile. 


Albert W. Chamberlin 


GENEVA, OHIO—Albert W. Chamber- 
lin, for many years owner and pro- 
prietor of Chamberlin’s Shoe Store, 
passed away at his home on South 
Broadway, Geneva, Ohio, Sunday, No- 
vember 20th, after an illness of five 
weeks, 

Mr. Chamberlin was highly esteemed 
by all who knew him, and came in con- 
tact with him through the shoe in- 
dustry. 


John G. Tufford 


Extyria, O.—John G. Tufford, 73, 
president of the I. T. S. Rubber Co., 
and inventor of the suction type of 
rubber heel, died here Nov. 23. In 1913 
he conceived the idea of making the 
inner surface of a rubber heel concave 
so that suction would keep the edges 
tightly against the shoe without ce- 
ment. The idea, as it was promoted 
through his company, made him 
wealthy. 


William E. Pitts 


HANOVER, Pa.—William E. Pitts, 54, 
former president of the Hanover Heel 
and Innersole Company, died Wednes- 
day, November 16, when he was stricken 
by an acute heart attack induced by 
over-exertion while attending the week- 
ly meeting of the Hanover Kiwanis 
Club, of which he was a member. 


William H. Reese 


WELLSTON, O.—William H. Reese, 57, 
local shoe dealer, died recently from a 
heart attack. He was associated with 
his father in the shoe business in Wells- 
ton and later was in partnership with 
W. C. Robbins. A son and daughter 
survive. 


Jacob R. Cassler 


EASTON, Pa.—Jacob R. Cassler, 56, 
of Zionsville, near here, one of the few 
manufacturers of wooden soles for shoes 
in Pennsylvania, died at his home after 
suffering a stroke. 








JEWEL CLOTH 


LYNN, MASS.—Colella & Leighton have 
made some sandals trimmed with jewel cloth, 
a material that’s covered all over with sequins, 
many of them no larger than the head of a pin, 
and all of them of such character that they 
reflect many colors like a crystal in bright rays 
of the sun. 
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Sales Manager for Dyer & Hall 


Fred Adams, well known throughout 
the shoe trade as specialist in sales, 
styling and merchandizing of women’s 
shoes, has recently been appointed sales 











FRED ADAMS 


manager of Dyer & Hall, Inc., Auburn, 
Maine. He will also direct the sales of 
The Cinderella Shoe Company, their 
subsidiary. 

For many years connected with The 
A J. Sweet Company in a like position, 
then in charge of the Sweet lines taken 
over by the Ault-Williamson Shoe Com- 
pany, he brings to Dyer & Hall, Inc., a 
wealth of experience in the selling and 
handling of stock shoes. 





Red Cross Salesmen 


Hold Confab 


With a most successful year drawing 
to a close, the salesmen of The United 
States Shoe Corporation gathered in 
convention in Cincinnati. 

“The eyes of the shoe industry were 
on us this year,” stated President 
Joseph Stern in his opening address, 
“because our plants are running full 
time, full force. In fact, the great suc- 
cess of our business in a so-called off 
year brought newspaper comment in 
all parts of the country.” 

Regularly scheduled meetings were 
in charge of various executives and 
department heads. Most important of 
all was the showing of the new line for 
Spring. And already the enthusiasm 
of the sales force and the trade is 
reflected in the orders being booked. 


Toor Made Vice-President 


H. O. Toor has become associated 
with the Jackson Shoe Manufacturing 
Corp. of New York City, makers of 
stitchdowns for the volume trade, in 
the capacity of vice-president in charge 
of sales. Toor was previously with the 
Brown Shoe Co., in California, and 
later acted as manager of the Chicago 
Division for that same company. 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 


Emerson Joins Universal 


Clate F. Emerson is now with Crad- 
dock-Terry Co. in their Universal Shoe 
Manufacturing Co. division, and will 
cover the large cities from Boston 
through to Minneapolis with their spe- 
cialty lines of men’s shoes made at the 
Milwaukee plants. 

Clate has a host of friends in this 
territory and they will all be happy to 
know that they are to again see him 
regularly. 





A. D. Gottlieb With Godman 


A. D. Gottlieb formerly sales manager 
and director of advertising for Dr. A. 
Posner Shoes, Inc. is now associated 
with New York Godman Shoe Company, 
the eastern distributing branch of The 
H. C. Godman Shoe Co. of Columbus and 
Lancaster, Ohio. He started in the 





A. D. GOTTLIEB 


shoe business with a mail-order house 
twenty years ago and for the past 
twelve years, in his recent connection, 
specialized in children’s shoes. 

Eastern sales offices have been opened 
at the Marbridge Building, New York 
City, where this line as well as God- 
man’s general line will be on permanent 
display. Mr. Gottlieb will direct the 
development and marketing of this line. 
For Metropolitan New York he will 
have several men who are specially 
trained in the sale and promotion of 
high grade children’s shoes. 





Julian & Kokenge Conference 


Plans for the next season’s sales cam- 
paign were made at the regular semi- 




















WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS 


RIGHT AND LEFT LAST 





Black Kid 

Wemen’s Misses’ Child's 
000 =... $1.05 1.00 96 
oe... SS £3 ite 






Brooks Shoe Mfg.Co. 
Swanson and Ritner Sts. 
Philadelphia, Pa. 
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WHERE TO BUY 


Dancing Shoes and Taps 
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TAP SLIPPERS IN STOCK 


One straps or Ties—Patent 
or Kid Leather—Sizes 2% 
te 89—B, C and D widths. 


Write for catalog. 
FREEMAN 
THOMPSON SHOE 
COMPANY 
St. Paul, Minnesota 
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TAP DANCING 
THEO SLIPPER 
Stock Ne. 1210 
P. Leather 
For Growing Girts 
D Widths—Sizes 3 to 7 

Price $1.25 


BLOG SHOE CO., INC. 
147 Duane St., New York City 






























annual conference of Julian & Kokenge 
salesmen, in the regular lines, held at 
the Southern Hotel the week of Nov. 21. 
H. N. Lape, president of the company 
presided. Herbert H. Lape, Jr., gen- 
eral salesmanager and Howard B. Lape, 
treasurer also attended. Another con- 
ference will be held soon for the 
“Meadowbrook” and “Foot Friend” 
lines. 

Among the district managers attend- 
ing were L. G. Arens, Chicago; W. F. 
Barber, Emporia, Kansas; H. R. Hat- 
ter, Detroit; Edward S. Hood, East 
Orange, N. J.; A. R. Jackson, Blythe- 
ville, Ark.; Elmer Kokenge, Cincinnati; 
H. C. Mayers, Cleveland; W. T. Mit- 
chell, San Antonio; W. G. Monsees, 
Bayside, Long Island and John E. New- 
man, Minneapolis. 



























Made Eastern Sales Manager 


John G. Craddock has been ap- 
pointed Eastern sales manager for Na- 
tural Bridge Shoemakers, with head- 
quarters at Lynchburg, Virginia. 

Mr. Craddock has been in charge of 
advertising and promotional work with 
this Company for the past six years, 
and his many friends in the trade and 
the boys on the road will be glad to 
learn of his new responsibility. 























Chicago—January 12, 13, 1933. Palmer House 
National Shoe Travelers’ Association 
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CLA/IFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. e 7 ° 











SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 





SALESMEN: Wanted to carry our line of 
popular priced Men’s and Women’s Leather 
sole and Soft sole bedroom slippers. Address 
D-198, care Boot & Shoe Recorder, 239 W. 
39th st., New York City. 





TRAVELING gg le geng | to wom- 

en’s novelty © shoes, handle a fast-selling 

line of shoe buckles as ane line. Strict coni- 

mission basis. State references and territory 

in first letter. Address D-203, care Boot anid 
yee Recorder, 239 West 39th Street, New 
ork, i 





WANTED salesman covering territory by car 
to carry a side line. Manufacturer’s fast 
selling line of in stock Children’s Shoes, sizes 
2 to 8 for states Illinois, Wisconsin, Iowa, 
Kansas, Nebraska, California, Texas, Okla- 
homa, Kentucky, and Missouri. Address 
D-211, care Boot & Shoe Recorder, 367 W. 
Adams St., Chicago, Illinois. 





Attention Corrective Shoe 
Manufacturers! 


A salesman of nationally known high 
priced corrective shoes who has oper- 
ated successfully in the Metropolitan 
area for many years, offers to a manu- 
facturer of corrective or feature shoes 
retailing at about $7.50, an opportu- 
nity to establish a real business in the 
Metropolitan district. If you are in- 
terested in talking to this man please 
write, Samuel G. Krivit, New York 
Manager, Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 














GHOE salesmen calling on volume and well 
rated accounts to represent a complete line 
of Custom Made Arch Supports and Remedies 
as side line. When applying state selling ex- 
perience and other references. _—— Ad- 
vanced Science Appliance Co., 313 S. Main St., 
Los Angeles, Calif. 





LINE WANTED 


LINE of Men’s or Women’s Shoes to the large 
retail and department stores anywhere from 
Coast to Coast. Years of experience and ac- 
quaintance. Would not object to Boys, Misses 
or Juvenile proposition. Am thoroughly ac- 
quainted with Men’s lasts and patterns and 
qualified to handle facto production. Fur- 
nish references. Address M. Oakman, 203 
East Sth St., Emporium, Penna. 








ISTRIBUTOR, offices in New York de- 

sires line popular priced Children’s, Nurses’, 
Growing Girl’s Shoes to sell Jobbing and Re- 
tail trade in New York and vicinity. Will 
consider line Women’s novelties retailing at 
$2.00. Address D-210, care Boot & Shoe 
epmeter, 239 West 39th Street, New York, 





ENTRAL or Western Territory (Colorado 
preferred). Several years as Manager and 
buyer of Shoe Also traveling experience. 


Know shoes and how to sell them, Good health . 


Not afraid of hard 
n travel in car, or 

ition. Address Geo. V. 
1, Las Animas, Colo. 


work and long hours. 
will consider retail 
Kelley, P. O. Box 3 


H ARRY SCHWEITZER is open for a line 
of Men’s Popular Priced Welts or a line 
of Women’s Sport Shoes for the Chicago and 
Middle West territory. Satisfactory references 
—- Address 1240 So. 13th Ave., May- 
w s. 





W OMEN’S line of shoes retailing from $6.00 
to $8.50. Have established trade in IIli- 
nois, Wisconsin, Minnesota, North and South 
Dakota and Montana. Furnish references. 
Write: J. O. Edwards, Hotel Medford, Mil- 
waukee, Wisconsin. 





WAN ED: BY A SALESMAN WITH 

CHICAGO OFFICE and thoroughly ac- 

cog with the volume trade, a line of 
isses and Growing Girls Sport Types, pop- 

ular prices, in stock for chicago and vicinity, 

on strictly commission. Address: Lou Brown, 

4 S. State St., The Republic Bldg., Chicago, 
inois. 








POSITION WANTED 





AT: K. KELLY sales promoter, thoroly ex- 
perienced in every bra of the retail field, 
desires a connection with a department store 
or a chain organization. Age 30, over nine 
years experience conducting close-out and ex- 
pansion sales for the better stores. Kelly 
Sales System’s most successful southern 
operator. Can write advertising, paint signs 
and cards. Reference furnished as to char- 
acter and ability. Jos. Moros, Box 296, 
Alexandria, Louisiana. 


XPERIENCED salesman would like line of 

Men’s shoes to retail at $4.00, $5.00 and 
$6.00 for New England States. "T wenty- five 
years experience with two high-grade lines. 
Present house liquidated on November 15th, 
this year. Highest. grade references. Terms 
to suit both parties. Address George J. 
Loveley, 40 Strathmore Road, Brookline, Mass. 





ANTED in widths. Line of ladies’ novel- 
ties to retail for $1.75, $2.00 and $3.00 for 
Texas; also beach and Summer sandals. Have 
an established clientele with chain and depart- 
ment stores and well-rated merchants. Address 
= A. Gilbert, Menger Hotel, San Antonio, 
exas. 





POSITION, WANTED—With manufacturer 
of women’s or men’s shoes by experienced 
case lot salesman acquainted with best trade, 
including chain and de ea stores in Middle 
West and South. Address E. C. Bigelow, 816 
South Ohio Avenue, Columbus, Ohio. 





THE applicant has had several years’ experi- 
ence selling ds and inued num- 
bers in leather and rubber footwear to large 
chain, department and cut-rate shoe stores. 
Have sold this class of merchandise extensively. 
Would be pleased to communicate with anyone 
who can offer a proposition. A-1 references. 
Address George Brackney, 50 Buttles 
Avenue, Columbus, Ohio. 








Warten POSITION as traveling shoe sales- 

nin Texas. Have successfully sold men’s 
eens} in this territory for the past twenty years. 
Can furnish the best of references as to ability 
and character. Address C. P. Ferguson, 2024 
Columbus Avenue, Waco, Texas. 





EXPERIENCED SHOE SALESMAN at lib- 
erty. Heretofore covered Wisconsin and 
Upper Michigan with Women’s and Children’s 
lines. Can good references from former 
employers. ‘or further particulars, address 
Fred E. Schmidt, 8709 Jackson Park Blvd., 
Wauwatosa, Wisconsin. 





MB. SHOE MERCHANT!! A first-class or- 
thopedic and custom last maker is open. 
Have had 16 years’ experience in this work 
and guarantee a fit. Can sell shoes on floor. 
Can take measurements. Will go anywhere. 
chars Simonelli, 263 Central Avenue, Brook- 
yn, ; 





OR deste fifteen years with men’s 
ootwear and five years with children’s line 
on road wants line for Middle West or South- 
west. Would consider ladies’ shoes also. Best 
of reference. Fred Thon, Ashley, Illinois. 











Minimum charge 75 cents. For 





rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
«#7 Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™8 





CLASSIFIED ADVERTISING RATES 


The rate for pian anh tines Wet secaiamiite SS Sie ger Oe ee ats Soaom. 
all other classified advertisements the rate is 7 cents per Mi: charge 

When a box number is desired twelve words should be added for the address. 

ward Gb din nolan Gael ba samen. 

The 


word. inimum 
In all other cases each 














When writing advertisers please mention Boot and Shoe Recorder 
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POSITION WANTED 





MANUFACTURERS and Jobbers desiring 
representatives for the State of Iowa can 
secure the names of applicants by writing the 
Iowa National Shoe ravelers’ Association, 
No. 1115, Hotel Fort Des Moines, Des Moines, 
Towa. 


OSITION WANTED by experienced shoe 
Fae, was in retail shoe business for my- 
self ten years, the past eight years selling 
shoes on the road covering Texas, Louisiana, 
Arkansas, Oklahoma, Kansas and New Mexico. 
Thoroughly qualified to handle any line, prefer 
children’s and growing, girls’, or a medium 
priced women’s line. Compensation necessary. 
Milburn Newton, 611 Paschal Street, San 
Antonio, Texas. 


R. MERCHANT—Do you need a live wire 
M manager—experienced buyer—Display man 
and merchandiser—Foot specialist? A-1 refer- 
ences. University education. Address D-207, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


OSITION .WANTED by A-1 seaveling, salve. 

man for Iowa. ‘A snappy line of dies 
pular price shoes. 13 years here ,in Iowa. 
Jave a wide acquaintance among the shoe 
stores. Best of references. Hustler. Address, 
Dave Russick, 651—46th, Des Moines, Iowa. 














WANTED TO PURCHASE 
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HOTELS 


HOTELS 










otel 





EW YORK'S BIGGEST VALUE 


© FINE ROOM 21a BATH e 


Divee/$ Brovsi 


A modern, new hotel located in heart’ 
of New York, 100 feet West of Broadway yet 
quiet and cool. Each room has bath, circulating 
ice water, electric fan, beauty rest mattresses, 
exceptional furnishings and atmosphere. 


227 WEST 45%ST. NEWYORK ,__|] 







iccadillp 

















We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write : Call 
All matters strictly confidential. 

I. SIMON CO. 

101 Reade St., New Yor 


k City 
Phone Worth 2-5922 Est. 


1880 








HIGHEST CASH PRICES 
PAID 


fer shee stocks, slow sel ote. Shert time 
leases taken tre. Trammation confidential. 


MAX GLAUBERG 
327 Church St. New York City 
Phone: Cana] 6-3883 


a 











We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone CAnal 6-4298 and 4299, 











Joseph Erpenbeck 


NEWPORT, Ky.—Joseph Erpenbeck, 
72, well-known shoe merchant died at 
his home, 539 Lexington avenue, Nov. 
22. For many years the deceased con- 
ducted a shoe store at 319 Pearl street, 
Cincinnati. 

He is survived by his widow, three 
sons, four daughters, and two sisters. 

Erpenbeck was a member of the 
Immaculate Conception Church, New- 
port, Kentucky. 





_ Thompson Joins Kessel 


Kansas City, Mo.—J. W. Thompson, 
formerly in the Oransky Dept. Store as 
manager and assistant buyer for the 
E. G. Anderson & Co. of Des Moines, 
Iowa, has now opened a shoe depart- 
ment for Paul Kessel, 921 Main Street. 
“Kessel” have been in business for 39 
years in Kansas City in the ladies’ 
ready to wear and millinery. 








COMING TRADE EVENTS 


New York—December 6, 7, 8, 9, 1932. Hotel 
Commodore. National Boot and Shoe Manu- 
facturers’ Association. Seasonal Opening. 


Chicago—January 9, 10, 11, 1933. Palmer 
House. National Shoe Retailers’ Association. 
Annual Convention. 


Toronto—January 9, 10, 1933. Royal York 
Hotel. Canadian Shoe Retailers’ Association. 
Annual Convention and Shoe Exhibition. 


Chicago—January 12, 13, 1933. Palmer House, 
National Shoe Travelers’ Association Annual 
Meeting. 

Boston—January 16, 17, 18, 1933. Hotel 
Statler. 11th Annual Boston Shoe Show and 
Convention. 

Baltimore—January 23, 24, 25, 1933. Hotel 
Lord Baltimore. Middle Atlantic Shoe Re- 
tailers’ Association Annual Convention. 


Fort Worth—February 6, 7, 8, 1933. Hotel 
Texas. Texas Shoe Retailers’ Association, 
Annual Convention. 


Indianapolis—February 6, 7, 1933. Hotel Clay- 
pool. Indiana Shoe Travelers’ Association 
Annual Meeting. 

Des Moines—February 27, 28, March 1, 1933. 
Hotel Fort Des Moines. Northwestern Shoe 
Retailers’ Regional Association Annual Con- 
vention. 


Everywhere, April 16, 1933. Easter Sunday. 








Modern Shoe Store Moves 


WILLOUuGHBY, O.—The Modern Shoe 
Store, which has been located at 8 Erie 
St., for the past four years will move 
Dec. 15 to a larger store room in the 
Cleveland Trust Co. Block. David 
Speser is manager of the company. 





Dave Gerhardt Moves 


MosILE, ALA.—Dave Gerhardt, han- 
dling the Wyenburg line of men’s shoes, 
has moved to a new location to Conti 





and Royal Streets. 


MERCHANTS’ NEEDS 





FaINeL aCe 
SPECIALISTS 


LT PRINTERS, DESIGNERS AND ENGRAVERS [I 
THE AMERICAN PRINTING x’ LABEL CO. | 
314-316 E.12th St. CINCINNATI.OHIO. | 


ute how fot Samples | 








Dinner for Al Davis 


St. Louis, Mo.—A group of approx- 
imately 50 representative shoe men in- 
cluding manufacturers, jobbers and re- 
tailers gave a testimonial dinner to 
Al. Davis associated with the Senack 
Shoe Co., of this city, who has resigned 
his position with the company to ac- 
cept a new connection in a similar ca- 
pacity with a firm located in Dallas, 
Texas. 

In addition to his many friends in 
the trade, there were also present his 
intimate business associates who are as 
follows: Paul Berwald, president of the 
Senack Shoe Company, and Mr. Davis’ 
three assistants, Messrs. Phipps, Voekel 
and Harry Venghaus, Jr. Many short 
addresses were made by these present, 
lauding Davis’ fine record of ability and 
expressing regret at his leaving St. 
Louis, where he had established so many 
warm friendships. 





Gets Tax Rebate 


WASHINGTON, D. C.—Credit for over- 
assessment of income and profits taxes 
of $32,923.96 has been allowed the 
American Hide and Leather Co. of New 
York City by the Bureau of Internal 
Revenue as the result of a finding that 
this firm’s liability had been increased 
erroneously in the deduction used in 
computing the war excess profits tax. 
The over-assessment occurred in con- 





nection with returns for 1917. 
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Evans, John R., & Co., Camden, N. J. ..80-31 
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DRESSINGS, ETC. 
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Officers Reelected 


New Yorx—At a meeting of the 
board of directors of the Tanners Coun- 
cil of America, held in New York, 
the present officers and executive com- 
mittee were reelected for the coming 
association year: 

Chairman of board, Victor G. Lum- 
bard, Ohio Leather Company; vice- 
chairman, Louis J. Robertson, Bayer- 
Robertson Leather Corp.; president, 
Fraser M. Moffat; treasurer, Cecil Q. 
Adams, Bristol Patent Leather Co.; 
secretary, J. L. Nelson. 

Executive committee (including of- 
ficers) : 

George B. Bernheim, R. Neumann & 
Company; A. F. Hunt, A. C. Lawrence 
Leather Co.; C. Wilson McNeely, Allied 
Kid Company; David G. Ong, United 
States Leather Co. 

The spring meeting by vote of the 
board of directors has been fixed for 
White Sulphur Springs, W. Va., the 
latter part of April or the first of May. 





Chicago Association News 


Cuicaco—The Chicago Shoe Club, in 
the Republic Building, will be taken over 
January 1 and will operate under the 
control of the Chicago Shoe Travelers 
Association. The club rooms are on 
the 19th floor, where the boys play 
bridge, listen to the radio and have 
their lunches served. It has many 
visitors from all departments of the 
shoe, leather and last industry and all 
are welcome, according to Charles 
Evans, president of the Travelers. 

The officers and board of directors of 
the Shoe and Leather Association of 
Chicago have announced that the an- 
nual meeting will be held at the Me- 
dinah Athletic Club Monday, December 
5, with dinner at 6.30. The guest 
speaker will be Peter B. Carey, pres- 
ident of the Chicago Board of Trade. 


Makes Shoe "Talkie" 


St. Louis, Mo.—The Roberts, John- 
son & Rand Shoe Co. have just had the 
National Cinema Service complete for 
use a 1000 ft., all-talkie, moving picture 
reel, entitled “Shoes of the Ages.” The 
picture begins by showing several an- 
tiquated types of footwear worn in pre- 
vious generations and leads up to a Poll 
Parrot shoe in the making and shows 
the major factory operations in the pro- 
duction of a popular construction in Poll 
Parrot shoes. 
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in your town 


CAN MATCH 


these 
popular priced 
retailers 








Cinderella exclusive franchise 
and economical production facil- 
ities make that possible. 


Cinderellas are smart, durable Compo Cinderellas are honest shoes made at a 
shoes styled and made by experts in close margin. With them you can 
the popular price market. successfully meet the competition of 
Cinderella turnover is fast and backed volume operators. Start 1933 with 
by a twenty thousand pair stock de- a line priced right to sell—and made 
partment. right to protect your reputation. 


CINDERELLA 
Shoe Co. 


Auburn, Maine 





write today 
for exclusive franchise plan 
WHICH PROTECTS YOU AGAINST COMPETITION 


Twenty-nine Styles in Stock Which Will Sell Down 
to the Last Pair—AAAA to C—1 to 9—$2.33 Net 
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WHAT should everybody in 














D: Pa clean white cloth 

in suds of IVORY Soap : 

or Flakes. By follow ing these i 
eee ; These are the inside pages of the | 

W ving the cloth, and lben simpes Ciesetione cleaning instruction leaflet which 

rub lightly over the sur- you will prolong the LEVOR furnishes free to manu. | 

Jace of the leather. beauty of your shoes — using “The Whitest | 

e 

To revive lhe lustre, polish and derive greater 4 

with any good, white kid ae a Wf When buying your white kid shoes, _ 

liquid dressing,* after ‘ h ask for these leaflets, which will 
wearing of them. help you in your selling and will 





lhe cleaned shoe is thor- 
promote your customer's satisfac 


ougbly dry. a 
SS ‘ 





*Ask the shoe salesman 
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Be sure to get value in your white kid shoes 
Value based upon the trustworthiness of 
price, product and seller. 


This dependability of product distinguishes 
WHITE LEVOR GRAIN GOAT from all other 
tannages. ‘“‘THE WHITEST WHITES” are 
produced in specialized volume and priced 
accordingly. It is leather used season after 
season by the same people, and also being 
bought now by some who tried “bargain” 
stock last year. 














the trade know about White Kid Shoes? 









They will prove the most dependable, safest source of 1933 profits. 
e Fashion authenticates their vogue during 1933 even greater than in 1932. 


e They are classic and versatile . . . suitable with any frock and for every occasion 
during an ever-lengthening season. 


e Nature has made white kidskin the coolest of all shoe leathers. While much 
lighter in weight and easiest-to-wear, white kid is a firm, serviceable leather. 


e THE WHITEST WHITE kid is tanned by G. LEVOR & CO., Inc. 








e LEVOR WHITE genuine KID is easily kept immaculate by simple soap and water 
cleansing. Every manufacturer who uses “THE WHITEST WHITES” knows 
this leather is not only the whitest but remains pure white after washing. Test it 














out yourself ... in comparison with other white leathers. 
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LEVOR WHITE SUEDE (Genuine Kid) 


WHITE LEVOR GRAIN GOAT (Genuine White Kid) 
WHITE LEVOR GRAIN KID (Genuine Gbretta) 
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THE AVIATOR 


Ask the Milford Shoe 

Company of Milford, 

Mass., to show you 

this stylish model. It 

is made with Arm- 

strong’s Cork Box 
Toes. 


DON'T WORRY ABOUT 
WRINKLES, EITHER! 


RY your thumb on an Armstrong’s Cork Box 
Toe. Watch it spring back to stylish shape .. . 
no wrinkles... no creases. The box is flexible where 

Armstrong’s we: ; 
tipline joins vamp but the sidewalls and forepart are 
firm. Here’s a semi-soft that won’t flatten or sag 
with wear. It gives an ideal combination of comfort 


9 with style. Armstrong’s Cork Box Toes are 

ARM STRONG be, made for every type of shoe—sport or dress, 
wide toe or narrow,. men’s, women’s, or 

C O RK B OX TO E wg children’s models. Specify ‘‘Armstrong’s’’ when 


you buy. Armstrong Cork €# Insulation Com- 


-pany, 933 Arch Street, Lancaster, Pennsylvania. 


Product 


ATLANTA . Boston . CHICAGO . CINCINNATI 
DeEtRoOIT New York : PHILADELPHIA St. Louis 
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Suggest 
Official Scout Shoes 


for Christmas 


Orriciat SCOUT Footwear, 
always a profitable, extra sales line, 
is especially quick-turning right now. 




















This year, more than ever, fathers 
and mothers are looking for practical 
gifts. To the average boy or girl, there 
is no more acceptable gift than a pair 
of Official Boots. Boy Scout 


Shoes 
The Official Boy Scout Boot No. 58 


and Official Girl Scout No. 11 illus- 
trated (and all other Official patterns) 
are carried in stock for immediate ship- 
ment. Mail and wire orders are given 
same-day attention. 











Official Boy Scout No. 58 
Boys’ 13-inch Brown Elk 


en Vamp : “oo 

t d Buckle, 

sw and oe ee Brown Shoe Co. 
cord Sole, Rubber Heel, 

Welt, Scout Last. B, C, D 

 _adipentar nce $2.90 Central Shoe Co. 


Gents’ Same, 11-inch, Scout 
Last. C, D 11-13%..$2.60 MANUFACTURERS ST. LOUIS 


Men’s Same, 16-inch, Big Licensed by the Boy Scouts of America to manufacture 


Scout Last. i i A ° 
BC D eiiell..... $2.60 the Official BoyjScout Shoe Girl Scout 
Licensed by Girl Scouts to manufacture Official Shoes with the 


Girl Scout Shoes with the PED-A-PIVOT feature. 
ini PED-A-PIVOT 


FEATURE 


Official Girl Scout No. 11 


Girls’ Brown Elk 8-inch Moccasin Vamp 1 

Blucher, Flex-Dri Outsole, 1-inch Rubber i cinu§e S}scomts 
Top Heel, Welt, Moccasin Last. AAA it 

814-10, AA 8-10, A, B, C, D 214-10..$3.85 : APPROVED SHOE 


Official Girl Scout No. 12 
Same. Smoke Elk $3.85 
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CORRECTION 


There was an error in our adver- 


tisement in this paper of November 26th. 


In tracing the sensational growth of 
Compo during the past four years, the 
number of machines now installed was 
given as 166. This is wrong, the correct 
number being 225. 


Correct figures for 1932 are therefore 


as follows: 


@ Number of Compo Licensees 125 
@ Number of machines installed 225 
@ Number of pairs produced 25,000,000 


@me() 


Compo SHOE MACHINERY CORPORATION 


BOSTON "NEW YORK ST. LOUIS 
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Uptown Shoes 


Jor the man about town 


~ 








Ee” OO LWAY 


a 
0 Wooo 





A STAR BRAND SHOE 
th 





ATENT has been applied for the entirely new and 
exclusive feature in the KOOLWAY pattern in our new 
Spring line of Uptown Shoes For The Man about Town. 


This particular style comes four ways—white and black 
calf as illustrated; all brown calf; all black calf and 
combination sand and ecru calf. 


The new Spring line of Uptown Shoes will be superior 
: in every way to any five dollar shoes ever before pro- 
duced by our organization. See it. 


ROBERTS,JOHNSON \§RAND 


Branch of International Shoe Co 














ST. LOUIS, MO. 







~Phact ~Photor by V.C. Hourer 
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The Christmas spint reigns again Its force shall 
be the same this year as in any other —with this 
exception. Folks shall have a decided preference 
for the more useful gifts. 


In many cases it will be shoes —shoes for “hubby”, 
“sonny”, or “dad” For footwear will be one of the 
first items on many Christmas shopping lists 


Then there is the usual holiday demand to be 
taken care of. 


Be sure you have enough men’s and boys’ shoes 
to take care of these holiday demands. Bob Smart Winther éone-~~A Canoes Shen 
has 158 styles IN STOCK ready to give you last on the Brogue Last. In first qual- 


minute service. Order your requirements today. ity Black Calf, with Nailess Heel 
Seat, Bandage Support, Heavy 
Steel Shank and Rubber Heel. 


ae 


Z 
AMERICA’S LEADING FOUR AND FIVE 


THE SATURDAY EVENING POST 


CRADDOCK-TERRY COMPANY 


¢ BOB SMART DIVISION e 
DISPLAY ROOMS AT MILWAUKEE, WIS. AND LYNCHBURG, VA. 


~ as 
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